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Like InAwrance Edition 


its otill fantastic... 


Tucson, Arizona 
October 21, 1957 


Epwarp I. GILBERT 


Mr. Francis J. O’Brien, Vice President 
The Franklin Life Insurance Company 
Springfield, Illinois 


Dear O’B: 


What has taken place in my life during the three years I have been with 
Franklin is still fantastic to me—actually unbelievable. When I signed my 
contract with Franklin, I remember being asked if I didn’t think I would make 
at least $10,000 my first year. My answer was, “Oh, sure”; but I didn’t expect 
to. Frankly, it was hard to believe, remembering I was unable to come close to 
that figure with my previous company—even after three years of hard work. 
Yet after twelve short months, the dream had come true. I did make approxi- 
mately that amount—and after three vacations. That’s only half of the story. 
The second year my income doubled itself. 

How many professions can a man go into and make $9,353 his first year and 
$19,484 his second year—and without any capital investment? This year I 
should earn close to $22,000. 

I am even more enthusiastic today than the day I started with Franklin. With 
merchandise like PPIP and JISP, it has been easy to build a very large clientele 
in a short time plus having more good prospects than I can possibly see. 

It would be hard to tell in a few short words the many things that Franklin 
has done for me. 

Sincerely, 


Edward I. Gilbert, Jr. 





An agent cannot long travel at a faster gait than the company he represents! 
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CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 


DISTINGUISHED SERVICE SINCE 1884 


The largest legal reserve stock life insurance company in the U.S. devoted 
exclusively to the underwriting of Ordinary and Annuity plans 
Over Two Billion Six Hundred Million Dollars of Insurance in Force 


SATURDAY, DECEMBER 7, 1957 





FIRST 


TO OFFER 
THIS 


BRAND NEW 
CONCEPT! 








A revolutionary new idea* that 
guarantees your “‘insurability” to 
age 40... gives you the right to 
buy added insurance at standard 
rates, regardless of health. 








Now! Bankers Life of Des Moines 
brings a revolutionary answer to an 
age-old insurance question: “When I 
need more insurance and can afford it, 
will I be able to get it?” 

This answer is a new and totally dif- 
ferent insurance idea that specifically 
guarantees the “insurability” of a pol- 
icy holder to age 40! With the purchase 
of a $10,000 policy on a man, woman or 
child it guarantees the right to pur- 
chase without further evidence of in- 


Bankers Life Company scores 


another first in offering this “Insur- 
ability Insurance” concept. Thus 


Bankers Life indicates the “pioneer- 


ing with service” attitude which has surability ...on every one of as many 
as six consecutive option dates ...a 
, . new insurance policy of as much as 

earned the respect of both the life pee 


And the monthly cost of this extra- 
ordinary “guaranteed purchase option” 


insurance industry and the public. 


This advertisement will appear 
in the issue of TIME Magazine 
dated December 23, 1957. 


° © 
* servi’ 
Offering All Types of 
Personal Life Insurance Name 


Group Insurance 


Address 


Annuities 


Accident & Sickness and 
Hospitalization Plans 





> 


Now one physical examination 
carries you through the years! 


2; a oe 


BANKERS 7 COMPANY 


OF DES MOINES, IOWA 


is only pennies per thousand! 

This new insurance plan is a blessing 
...to every man because he will at some 
unknown time cross the line of insur- 
ability . . . to the successful Dad who 
wants to make sure that his children 
will be able to buy the life insurance 
they will need ... to the young man 
just starting out ... to the professional 
man who looks forward to rising in- 
come as he progresses, and seeks to im- 
prove his insurance picture when he 
wants to, and can afford to. 

It is truly an insurance plan that 
“grows with the man”... . guarantees 
availability of new insurance security 
as he advances in age. And only Bankers 
Life of Des Moines has it! 

Investigate the advantages of this im- 
portant “Insurability Insurance” pro- 
gram. Call the Bankers Life Man in 
your community. Or write to Bankers 
Life Company of Des Moines at the ad- 
dress listed below. 


* Available in most States 


OVER 212 BILLION DOLLARS INSURANCE IN FORCE . . . POLICYHOLDERS FROM COAST TO COAST 


BANKERS “/c COMPANY 


e 
Des Moines, lowa 


Bankers Life Company, Dept. T-127 
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vase | Please send me the facts about your exclusive new “Insur- 
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ability Insurance” program. No cost or obligation. 
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BROKERS & SURPLUS WRITERS — Get the facts on 
this Bankers Life exclusive — learn how it fits the markets 
outlined in this Time ad. Your local Bankers Life Agency 
office will be glad to help you or write — 


BANKERS LIFE COMPANY 
711 High Street 
Des Moines 7, Iowa 











——_ 
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X17 Friends, Foes 


Ask NAIC To Delay, 
Pending More Study 


Proponents See Little 
Chance Of Enactment While 
Companies Are So Divided 


By ROBERT B. MITCHELL 


NEW YORK—Acrimonious debate 
was strangely and conspicuously miss- 
ing from the Na- 
tional Assn. of In- 
surance Commis- 
sioners subcom- 
mittee hearing 
here on the pro- 
posed mortality 
table, X-17. 

The smaller 
stock companies 
were expected to 
come down like a 
thousand bricks 
on the highly con- 
troversial proposal 
but they did not even have a spokes- 
man at the hearing, which was held a 
couple of days in advance of the 
winter meeting of NAIC here this 
week. This was done to provide a full 
day in which everyone could have his 
say, for or against, but there was so 
little debate that the chairman, Com- 
missioner Sheehan of Minnesota, 
wound up the proceedings shortly after 
noon. 





Cyril Sheehan 


The smaller companies’ representa- 
tives were spared the necessity of cut- 
ting short their Thanksgiving holiday 
because a few days earlier the joint 
legislative committee of American Life 
Convention and Life Insurance Assn. of 
America had decided that it would be 
best not to seek approval from the 
commissioners at this time but to rec- 
ommend having the Society of Actuar- 
les special committee re-examine the 
problems involved, before the NAIC 
blessing is sought. 

Faced with a situation in which on- 
ly a few of those on hand favored im- 
mediate action on X-17, the Sheehan 
subcommittee, which reports to the 
NAIC life committee, decided to rec- 
ommend further study rather than 
asking the association to give its en- 
dorsement to the proposed table. 


e 

S. H. Goebel, former Kentucky in- 
surance commissioner and now presi- 
dent of Cardinal Life of Louisville, 
spoke against immediate pushing for 
action on X-17, saying the main ob- 
ection in the past has been too much 
haste in getting it approved. He con- 
curred completely in the proposals for 
further study, saying he believed that 
In this course lay the best chance for 
peace in the industry and eventual 

Success in getting legislation. 
Mr. Goebel is president of National 
- of Life Companies, in which 
Most of the objectors to X-17 are con- 
tentrated, but he said, in answer to a 
question from the chairman, that he 

(CONTINUED ON PAGE 18) 





L. A. Top Big City 
In Ordinary Gain 
Percentage In Oct. 


Los Angeles showed the largest rate 
of increase in ordinary sales for Octo- 
ber among the large cities, with a gain 
of 26%. Its increase for the first 10 
months was 19%. St. Louis was run- 
ner-up for Oct., with a 21% increase, 
while its 10-month gain was 37%. 

Other big-city percentage increases 
for October and the year to date re- 
spectively are Boston 14 and 13; Chi- 
cago 13 and 23; Cleveland 19 and 21; 
Detroit 11 and 18; New York 15 and 
22; Philadelphia 12 and 35. 


Adm. Semen To Fill 
McHaney Vacancy At 


General American Life 


Rear Adm. Sidney W. Souers (Ret.), 
chairman of General American Life, 
at a special meeting of its directors was 
elected president to fill the vacancy 
caused by the accidental death of 
Powell B. McHaney at Washington, 
D.C., early Dec. 4. Adm. Souers, board 
chairman since 1954, will also continue 
in that office. He is 65 and has been 
with the company since 1933. He was 
one of the voting trustees with the 
late Walter W. Head and Mr. McHaney 
in the company’s mutualization pro- 
gram. Prior to entering government 
service in World War II, he had been 
financial vice-president of the com- 
pany. 

Lincoln Natl. Declares Dividend 

Directors of Lincoln National Life 
have voted a regular quarterly divi- 
dend of 35 cents per share payable 
Feb. 1 to stock of record as of Jan. 10. 





Powell McHaney Dies 
In Auto Accident 


Powell B. McHaney, president of 
General American Life and recently 
: elected as_ presi- 
dent of American 
Life Convention, 
was killed in a 
head-on automo- 
bile collision early 
Wednesday morn- 
ing at Washington. 
He was spending 
three days in that 
city discuss- 
ing ALC policy 
matters and com- 
mittee appoint- 
ments with Claris Adams, executive 
vice-president and general counsel. 
There was also to be a meeting of the 
executive committee Dec. 9 in Wash- 
ington which he planned to attend. Mr. 
McHaney was 52 years old. 

Mr. McHaney, who had headed Gen- 
eral American since 1951, graduated 
from University of Missouri at the age 
of 20. He received his law degree at 
Harvard and was admitted to the Mis- 
souri bar in 1928. In private practice 
for three years, he was appointed an 
assistant attorney general for Missouri 
in 1923, later the same year being 
named chief counsel of Missouri in- 
surance department. Two years later 
he returned to private practice. It was 
also at this time that he became one of 
the three voting trustees in the mu- 
tualization program of General Ameri- 
can Life, as well as a member of the 
board and executive committee. 

He quit private practice in 1942 to 
become vice-president and_ general 
counsel for the company, being named 
executive vice-president in 1950 and 

(CONTINUED ON PAGE 19) 


P. B. McHaney 








Late News Bulletins... 








Commissioner Spellacy Dies At NAIC Meeting 


NEW YORK—Commissioner Spellacy of Connecticut died 


in his sleep 


Wednesday night. He was in New York for the midwinter meeting of National 
Assn. of Insurance Commissioners. Mr. Spellacy was born in 1880 and was U. S. 
attorney for the district of Connecticut, assistant attorney general of the United 
States, and mayor of Hartford before becoming insurance commissioner. 


NAIC Unit OKs Credit Life-A&S Model Bill 


NEW YORK—The National Assn. of Insurance Commissioners subcommittee 
on insurance problems in connection with installment sales and loans endorsed 
a model bill over strong objections by Prudential and Metropolitan Life and 
some others, Objections were on the ground that by “competition in reverse,” 
lenders wanting to make money on such insurance would force insurers to raise 
rates or else see the business go elsewhere. Superintendent Holz of New York, 
the subcommittee chairman, and Commissioner Humphreys of Massachusetts 
also objected to the bill as not being strong enough but went along with the af- 


firmative vote. 


ALC-LIA To Present Tax Views Soon 


WASHINGTON—American Life Convention and Life Insurance Assn. of 
America have informed the House ways and means committee that they intend 
to present to the committee by early January a statement embodying their rec- 
ommendations for legislation to amend the 1954 internal revenue code. The 
statement will be filed with the committee prior to the opening of its tax revi- 
sion hearings scheduled Jan. 7. It will embrace recommendations for changes 
in a number of important areas of federal taxation as it affects life insurance 
policyholders, annuitants and beneficiaries, including valuation of annuities 

(CONTINUED ON PAGE 20) 


Extraterritoriality 
Breakup Looms In 
Long-Range Outlook 


Growing Concern Over It As 
Peril To State Regulation 
Shown At NAIC N. Y. Meeting 


NEW YORK—The most immediate 
life insurance problems of National 
Assn. of Insurance Commissioners at 
their midwinter meeting here are the 
proposed mortality table, X-17, which 
is being held up for further study be- 
cause of division in the industry, and 
the creditor insurance situation, which 
appeared destined for no very effec- 
tive prompt action by NAIC. 

But for long-range importance, the 
vigor of the efforts to break down state 
extraterritoriality laws, by which a 
state like New York exercises what 
amounts to national supervision, tops 
all the other subjects on the agenda. 

Extraterritoriality has been the 
means by which New York has forced 
companies licensed here to follow New 
York law wherever they operate, on 
pain of having their New York li- 
cense revoked. This has often put such 
insurers at a competitive disadvantage, 
particularly in competing for field 
men, since New York places a strict 
limit on acquisition costs. 


The attack on_ extraterritoriality 
here came in connection with group 
life rates. Much stress was laid on 
the danger of inviting federal control 
if a conflict of state extraterritorial 
laws is permitted to reach serious 
proportions. But study of the dangers 
of extraterritorial laws is not con- 
fined to group life. It is being sur- 
veyed for all its possible implications. 

Main discussion of the problem was 
in the meeting of the subcommittee 
headed by Smith of Pennsylvania. Na- 
varre of Michigan, NAIC president, 
pointed out that insurers operating in 
New York, whether domiciled there or 
not, must write group life at rates set 
by New York. Recently the possibility 
of a clash between two states with 
such statutes arose in Ohio, which 
along with Maine, Pennsylvania, Mich- 
igan and New York, has an extraterri- 
torial statute. There is the potential 
dilemma of two prescribed minimum 
group life states. 


The problem was so serious that a 
meeting was called in New York re- 
cently of all states concerned and a 
temporary agreement was reached to 
maintain the status quo. 

Mr. Navarre said it is of paramount 
importance to resolve the issue of ex- 
traterritoriality in view of the current 
keen interest of Congress in the in- 
surance business and how it is being 
regulated. There tis, he said, a large 
measure of public interest involved. 
There is some question of the effec- 
tiveness of extraterritoriality. Group 
life is often contained in a package 
that includes A&S. If a company has 

(CONTINUED ON PAGE 20) 
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FTC ‘Won’t Declare 
War,’ Says Chairman 
After Parley On A&S 


WASHINGTON—“We will not de- 
clare war,” Chairman Gwynne of Fed- 
eral Trade Commission announced at 
the conclusion of a conference with a 
committee representing National Assn. 
of Insurance Commissioners. 


HeNATIONAL UNDERWRITER 


The conference lasted nearly four 
hours and dealt with the problem of 
jurisdiction over A&S advertising, as 
had been requested by Commissioner 
McConnell of California. 

Chairman Gwynne indicated there 
would be cooperation between FTC 
and NAIC. An FTC press release said 
information and inquiries received by 
FTC on A&S advertising will be made 
available to “appropriate state insur- 
ance supervisory authorities.” Mr. 
Gwynne indicated in talking with in- 
surance news men after issuing the 


press release that FTC doesn’t know 
where jurisdiction lies in the insur- 
ance field as between federal and state 
authorities, pending final decision by 
the Supreme Court. It may, he said, 
be decided that federal authority has 
jurisdiction over certain matters up to 
an imaginary dividing line and state 
authorities may have jurisdiction over 
more or less ground than FTC. As an 
illustration, he said he didn’t know 
“who the court will say has jurisdic- 
tion over mail order.” 


But Mr. Gwynne emphasized, 


December 7, 195) 


whatever the court says on this 9, 
other jurisdictional questions, there 
will be cooperation between FTC ang 
the state commissioners. 

Arrangements were made for fy. 
ther communication on the subject be. 
tween FTC and the appropriate Offi. 
cers of NAIC. 

Representing NAIC were Commis. 
sioners Navarre of Michigan, the 
NAIC president; Binning of Nebraska 
Gerber of Illinois, Parker of Virginia 
Sullivan of Washington, and McCop. 
nell of California. Representing F7¢ 





How Pacific Mutual does more for future Agency Management... 


po DS tee eg 


under its famous 


"SELECTION for SUCCESS 


recruiting program with 
AUDIO-VISUAL AIDS 









Audio-Visual— One of the highlights of Pacific Mutual's 
"Selection for Success’ Program is the Audio-Visual career pre- 
sentation — How about you? 


the results: 

“Selection for Success”’ testing and interviews help Agency man- 
agement to predict a man’s probable success or failure in the life 
insurance business. Audio-Visual makes a clear and appealing 
presentation of the career to those selected. All of this is done 
with a minimum expenditure of time, money and effort. Here's 
what users of the program say about ‘Selection for Success”’: 


(1) “Allows recruiting to go on, even when I’m not around.” Les L. Grubin, 


2 Manager, Oakland. 
wm 1868 (2) 


“The greatest ‘attracting’ tool | have ever seen.” Al Loveland, Man- 
PACIFIC MUTUAL often recruited 


ager, Portland. 
; ; (3) “Draws a complete and effective picture of the business for the pros- 
Agents simply by telling 
them that everyone was a prospect. (4) 


pective agent.” Robert F. Biery, Manager, Pittsburgh. 
“Gives me back half a day, every day, during sustained recruiting.” 
This simple statement brought 
men into the business. 





Ray Walden, Manager, Newark. 


(5) “The most dramatic career presentation in the Life Insurance busi- 
ness.” Pete Whaley, Manager, Dallas, 







Pacific Mutual, 
Life Insurance Company 


“...a@ Company that looks to the future!” 


HOME oFfFiceE: Los Angeles, California’ 















besides Chairman Gwynne, were Com. 
missioners Secrest, Anderson, Kem 
and Tait. 


Seek To Tax Extra 
Time Given To Star 
Agents At Rallies 


The Internal Revenue Service is 3. 
tempting to assess income taxes againg 
agents of some companies that giy 
their star producers extra time at re. 
sort conventions or permit them t 
bring their wives because of having 
met certain production requirements, 

Revenue agents in some areas Say 
these outlays by the companies really 
amount to paid vacations and are re. 
portable as income received by the 
agent. 

So far as can be determined, the In- 
ternal Revenue Service is not contend- 
ing that agency conventions of them- 
selves constitute paid vacations that 
are reportable as income, although 
there may be individual field agent: 
who are trying to enforce that inter- 
pretation. The main point at issue 
seems to be the extra prerequisite 
given those who exceed certain quote 
requirements above those necessary ti 
those meeting the top requirements 
arrive early for a weekend durin; 
which little or nothing in the way oi 
business sessions is done. 


Educators To Speak At 
Institute Meet Dec. 10 


The expanding recognition of life 
insurance in educational channels ani 
the cooperation between the industry 
and educators will be brought out ina 
symposium at the annual meeting 0 
Institute of Life Insurance on Dec. 1) 
at New York. i 

Speakers will be Benjamin C. Willis, 
general superintendent of schools in 
Ridgewood, N. J.; Miss Virginia RB. 
Gilliam, chairman of the study group 
in the Norfolk public school system: 
and Harlan B. Miller, director of the 
institute’s educational division. Re 
sults of tne college summer schoo 
workshop program sponsored by the 
institute will be discussed. 


W. Va. Warns Of Ban On Ads 


Calling Credit Life ‘Free’ 


The West Virginia department has 
called attention to its 1956 regulation 
holding that the advertising of free in- 
surance by a creditor is untrue, de 
ceptive or misleading when the cov- 
erage is provided with a loan for 
which an interest charge is made. 

Noting that several instances of this 
type of advertising have been ob- 
served recently, the department asked 
for cooperation in eliminating this 
practice. 

The Dallas-Houston Insurance Tel, 
ephone Directory has just been pub- 
lished by the National Underwriter 
Co. Copies may be obtained for $1 
each from the National Underwriter 
Co., 420 East Fourth street, Cincinnati 
2, O. 
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Tex. Attorney General 
Holds Commissioner 
Needs No ‘Approval’ 


AUSTIN—Senate approval of the 
commissioner of insurance appointed 
by the new state board of insurance, 
as required by the reorganization law 
passed at the 1957 session of the legis- 
lature, was declared unconstitutional 
in an opinion handed down Nov. 30 by 
Will Wilson, attorney general. 

As as immediate result, William A. 
Harrison, whose appointment as com- 
missioner was rejected by the senate 
in an executive session Nov. 12, may 
now resume his administrative post 
and so pave the way for action on var- 
jous pending matters. 

Mr. Wilson’s opinion followed by 
three days a bitter attack on Mr. Har- 
rison by Sen. Grady Hazlewood of 
Amarillo in open session, which was 
the first public explanation of the Sen- 
ate’s refusal to confirm the appoint- 
ment. In substance, it was explained, 
the action was based on Mr. Harri- 
son’s lack of experience in insurance, 
one of the requirements for such an 
appointee, and also on Mr. Harrison’s 
failure to take prompt action on a 
critical report concerning the Pre- 
ferred Life of Dallas, which had been 
filed early in June. 

This delay has been under investiga- 
tion by a senate committee for the 
last few weeks, with the senator de- 
claring that Mr. Harrison waited until 
early in October to correct a condi- 
tion involving alleged debts owed to 
the company by its president, Largent 
Parks Sr., and an affiliate largely 
owned by Mr. Parks. 

Mr. Hazlewood and other senators 
also attacked the board of insurance 
for questioning the legality of the con- 
firmation requirement. 

The gist of the Wilson opinion is 
that the constitution forbids any re- 
quirement for the legislature to ap- 
prove an executive employe. It is not- 
ed that the “appointment in question 
is not one made by the governor, 
which the constitution expressly per- 
mits the senate to confirm, but .. . is 
one that is made by the Texas insur- 
ance board, an administrative agency.” 

The ruling is expected to set off 
further repercussions. It has been 
pointed out that a lawsuit now will be 
needed to determine the legality of the 
confirmation requirement and_ that, 
until a decision is reached, the valid- 
ity of any official action by Mr. Har- 
rison will be subject to question. It 
also is believed that the opinion will 
tend to widen the split between the 
insurance department and the legisla- 
ture, especially the senate, and may 
lead to new investigations. 

Since Nov. 12 Mr. Harrison has con- 
tinued to occupy the commissioner’s 
office but has taken no official action. 
He thus has kept abreast of the de- 
partment’s work, drawing no pay. 


Economist, Banker Elected 
Mutual Of N.Y. Trustees 


Arthur F. Burns, since 1956 presi- 
dent of National Bureau of Economic 
Research, and S. Sloan Colt, director 
and former chairman of Bankers 
Trust of New York, have been elected 
trustees of Mutual of New York. 

Mr. Burns was chairman of Presi- 
dent Eisenhower’s Council of Econom- 
ic Advisers from 1953 to 1956. Mr. Colt 
had previously been a trustee of Mu- 
tual from 1931 to 1952. 





LIFE INSURANCE EDITION 


Form Negro Life Insurer 
To Operate Nationwide 


A Negro life insurance company 
planned to operate nationwide has 
been formed at Denver and is seeking 
authority of Security & Exchange 
Commission to sell 15 million shares 
of common stock at $2 a share. 

The company, tentatively called Na- 
tional Equality Life, is largely owned 
and operated by Negroes and plans to 
operate in all 48 states. According to 
the company prospectus: “There are 
some 15 Negro life insurance compa- 
nies in the country today, but none are 
operating on the national scope we 
have planned.” 

Primary purpose of the company, ac- 
cording to the founders, is to establish 
an institution which will be financially 
sound enough to aid in financing better 
minority housing and to provide mort- 
gage money for churches. The compa- 
ny is to provide life insurance for Ne- 
groes but will not be limited exclu- 
sively to minority groups, the prospec- 
tus states. 

Organizers propose to sell 12 million 
shares of stock and retain stock options 
on the remainder. 

Directors of the company are: Paul 
Williams, Los Angeles architect; Colo- 
rado State Sen. George L. Brown; El- 
vin R. Caldwell, former state repre- 
sentative; O. L. Lawson, Denver 
pharmacist; Merritt L. Gordon, Pueblo 
attorney; Rev. M. C. Williams, Baptist 
pastor; and Cy Burress Jr., mayor of 
Pueblo. 


Life Agency Supervisors of Chicago 
is holding its Christmas party Dec. 12 
at Midland hotel. There will be a cock- 
tail party, entertainment and dinner. 


West Coast Life Hikes 
Policy Dividends 25% 


West Coast Life has announced an 
estimated 25% increase in policy div- 
idends for 1958. Special five-year 
dividends have also been increased on 
policies issued in 1948 and 1953. 

An interest rate of 3%4% is paid on 
company dividend accumulations, 
which now amount to more than $2,- 
125,000. Funds left with the company 
by policyowners under optional set- 
tlements not involving life contingen- 
cies are credited with 34% if non- 
withdrawable and 3% if withdraw- 
able. Premiums paid in advance are 
discounted 3%. 


Conn. Mutual Boosts 
1958 Interest Rates 


Connecticut Mutual has increased 
the interest rates payable to policy- 
holders and beneficiaries for the third 
time in four years. 

Effective Jan. 1, the company will 
pay 3.5% on funds left under income 
settlement options, 3.35% on dividend 
accumulations and 3.35% on money 
left under conversion deposit agree- 
ments. These rates compare with the 
1957 rates of 3.35%, 3.25% and 3.15% 
respectively. 

Sixty percent of all policy proceeds 
are left with the company under var- 
ious income options and two-thirds of 
the policyholders leave dividends to 
accumulate at interest. 


Medical Director To Speak 

Dr. John S. Pearson, medical di- 
rector of American United Life, will 
speak to Indiana Assn. of Home Of- 
fice Underwriters at the Indianapolis 
Athenaeum, Dec. 11 on “Juvenile 
Risks.” 
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EVANSTON, 


x Is Good for Your 
Community 


Is Good for Your Clients 


apPienaelalae 
S st Is Profitable for You! 


As perfected by the Washington National, Creditor 
Group Life Insurance becomes an integral part of all 
Consumer Credit transactions—providing security and 
peace of mind for your clients and building good will 
for your organization in your community. 


* This modern coverage is one of many through which 
WASHINGTON NATIONAL creates a market for our 
field force. We'll be glad to furnish details on the marvel- 
ous opportunity you have for increased earnings with... "yp 


¥ 
Washington National Insurance Company ~ 


ILLINOIS Ze?” 








Life Of N.A. To 
Open 10 Agencies 
In A Single Day 


America will simultaneously open 10 
offices Dec. 12. Edmund L. Zalinski, 
executive vice-president, believes it is 
the first time that an insurance com- 
pany has opened 10 major offices at 
one time. 

The company is bringing life insur- 
ance facilities to the 23,000 fire and 
casualty agents of Ins. Co. of North 
America through life agencies in the 
parent company’s 45 service offices 
but full-time agencies are also being 
established. 

Following are the life offices sched- 
uled to open Dec. 12, and their man- 
agers: 

Chicago, 231 South LaSalle street, 
Ray Breuer, manager, and Frank 
Spencer, assistant manager. 

Cincinnati, Fifth and Vine streets, 
Robert Pope, manager. 


Cleveland, 15401 Detroit avenue, 
Lakewood 7, William J. Doyle, man- 
ager. 


Des Moines, 2501 Grand avenue, 
Edward Bird, manager. 

Indianapolis, 115 Pennsylvania ave- 
nue, William Ashton, manager. 

Minneapolis, Hennepin avenue and 
Sixth street, Curtis Fuller, manager. 

Washington D.C., 15th and H 
streets, N.W., Donald Beggs, manager. 

Philadelphia, Public Ledger build- 
ing, Independence square, Henry Wil- 
son, manager, and Walter Ross, assist- 
ant manager. 

Baltimore, Holliday and* Fayette 
streets, John D. White, manager.” 

The company is also opening a 
branch office in the Transportation 
building, 17th and Market streets, Phil- 
adelphia, for the recruiting and train- 
ing of full-time life personnel. E. Les- 
lie Ross will be manager and George 
Mansur supervisor. 


Texas Examiners Are 
Critical Of Department 


AUSTIN—Two members of the ex- 
amining staff of the Texas board of 
insurance and of its predecessor board 
of insurance commissioners sharply 
criticized both the new and old de- 
partments in testimony given to the 
senate investigating committee in 
Austin last week. 

Washington Whitesides of Dallas and 
T. W. Goad of Fort Worth declared 
that recent developments have pro- 
duced no significant changes in policy, 
with Mr. Whitesides conceding that the 
situation used to be worse than it is 
now. However, Mr. Goad thought that 
the “situation is worse now, so far as 
the examiners are concerned.” 

A major portion of their testimony 
related to audits made in 1955 involv- 
ing the now defunct U. S. Trust & 
Guaranty of Waco and efforts made to 
get the old commission to take action. 
At one point Mr. Whitesides declared 
that he did not have proper support 
from the department in attempting to 
ferret out wrongdoing by insurance 
firms. 


New United Air Lines Buyer 


G. O. Eckley has been named in- 
surance manager of United Air Lines, 
replacing Frazier Wilson, who has 
joined Stewart, Smith (Ill.) as ex- 
ecutive vice-president. Mr. Eckley has. 
been auditor since 1951. 
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Wants To Know Why He Can'’t Buy Deferred 
Policy On Grandson, Effective At Age 18 


O. Clark Zingrebe of Cleveland, a 
manufacturers’ representative, takes 
the life insurance business to task jor 
not making available a special type of 
deferred life insurance policy that he 
would like to buy on his 6-year-old 
grandson. Inquiry by THE NATIONAI 
UNDERWRITER of a distinguished ac- 
tuary brought the answer that there 
is no reason why it couldn’t be written 


—probably more readily on a non-par 
than a participating basis, to avoid a 
special dividend calculation each year. 
Here is Mr. Zingrebe’s letter: 


Is the insurance profession so men- 
tally bankrupt and blind to the needs 
of its clients that it refuses to cover 
a very fundamental risk for thousands 
and thousands of families? I am a 


customer. I want to buy. I have a risk 
to cover and there are thousands and 
thousands of us with identical or sim- 
ilar cases. 

The case in point: James Mark, my 
grandson is six. The expenses in 
the event of his death are now cov- 
ered with a $2,000 straight life policy. 
Normal expectations are that between 
18-23 years of age he will go to col- 
lege and be married. Chances are that 
he will not have any further insur- 
ance, and what is more important 
could not afford to purchase more dur- 


ATTENTION! 


GENERAL AGENTS... 
“E> ACCIDENT & SICKNESS 
HOSPITALIZATION - GROUP 


LI 


WE’RE BUILDING 
IN THESE STATES 


PENNSYLVANIA e OHIO e ILLINOIS 
INDIANA e¢ MARYLAND e DELAWARE 
KENTUCKY e TENNESSEE ¢ ARKANSAS 


LOUISIANA e 
MINNESOTA e 
SOUTH CAROLINA 





MISSISSIPPI e¢ 
VIRGINIA e 


FLORIDA 
MICHIGAN 
e GEORGIA 


IT WILL PAY YOU TO INVESTIGATE OUR UNUSUAL 


MONEY-MAKING PROPOSAL 


More Competitive ... 

L.I.C.A. offers a complete portfolio — 
policies filled with unusual selling fea- 
tures—loaded with advantages you can 


get your teeth into—and really S-E-L-L! 


More Merchandising .. . 

We offer a hard-hitting, sales producing 
program, from “mail to sale”. Everything 
furnished to you without charge. 


WRITE 


More Advertising... 

We help you develop sales potential 
through local advertising, direct mail, 
quality-lead programs. 


More Money For You... 

This is truly a “ground floor” situation. 
L.I.C.A.’s vigorous building program 
spells O-P-P-O-R-T-U-N-I-T-Y for you! 


Paul Reichart, Vice President in Charge of Sales 


Life Insurance Company of America 


Wilmington 99, Delaware * Telephone: Olympia 4-2474 
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ing these early years of marriage, fam. 
ily and work. On the other hand, yp. 
certain business conditions, my health 
and other factors may prevent me oy 
his wife’s family from helping him ty 
establish an adequate program at that 
time. 

If he should die after marriage, iy 
which he had several small children, 
the primary responsibility of support 
for his wife and children would faj 
on the grandparents (my wife and 
myself) or his wife’s family. Further. 
if he should encounter a_ childhood 
disease that would make him unin. 
surable, this risk would always exis; 
for us grandparents. 


My business was good this year 
and I have excess money with which 
I would like to purchase for him to. 
day a 5-year term policy, non-cance]- 
lable and convertible in the amount 
of $25,000. This policy would go intn 
effect oa his 18th birthday and cover 
him until he is 23. My friend in the 
insurance business tells me that if 
he were 18 today, that policy would 
cost $639.05 lump sum premium. A pre. 
mium of $639.05 paid today would, | 
believe on the basis of 6% compound. 
ed interest double itself in 12 years. 
This, you see would be a highly prof- 
itable item for any company. 

The company initiating such a con- 
tract would develop a large volume of 
completely new business. Considera- 
ble prestige would be secured by the 
company by the establishment of a 
new policy for an existing need. Such 
prestige could be supplemented by na- 
tional publicity and advertisement. 

This policy would also form the 
basis for a very strong selling point to 
secure new young energetic agents, 
since those agents who die or leave the 
company in several years may have 
sold thousands of these policies and 
each policyholder would be a prime 
prospect for conversion or additional 
insurance. 


The agent making such a sale would 
have a profitable sale and an excel- 
lent group of clients for further busi- 
ness, since such policies could easily 
cover children of all ages 1-17. In the 
event that my boy should die before 
18, it would seem reasonable that a 
portion or all of the original premi- 
um should be returned, since the pol- 
icy could not go into effect. 

I would be most honored to pur- 
chase the first policy ever issued to 
cover this type of risk. 

Southwestern Life has been licensed 
in Arizona, the sixth state in which 
it has authority to do business. 








WEST COAST 


LIFE 
DIRECTOR AGENCIES 
$15,000 PLUS 

Progressive, established West Coast Company 
with excellent reputation. For the right man (see 
below). 
Company offers: 
|. Annual salary $15,000. 
2. Election as a Vice President and officer 

of company immediately. 
3. Will make available stock option plan. 
Employer visualizes: 


Age range: 35-45 with Heme Oftice productior 
and Agency Department experience (at least & 
years). Man for position probably functioning 
as Assistant Director of Agencies with medium 
or large company. Should have some experience 
promoting Life among Multiple Line Agencies 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 
330 S. Wells St., Chicago 6, Ill. 
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They Couldnt Sell 


Him Life Insurance— 
But He Bought 





This man would never buy Life Insurance 

He had been solicited by numerous agents, but nobody 
ever signed him up. 

Why?—they couldn’t find out. Probably he thought to 
avoid argument by keeping his reasons to himself. 


The problem was complicated by the fact that he is hard 
of hearing. Salesmen always spoke a little above normal, 
but they never knew for certain that he was understanding 
what they said. 

An enthusiastic television fan, he always kept it going 
and divided his attention between TV and the agents. 

He was the subject of conversation among life insurance 
men in the vicinity. Why he couldn’t be sold was a prob- 
lem to them all. 


0. J. McCLURE TALKING PICTURES 


1115 West Washington Boulevard 
CAnal 6-4914 Chicago 7, Ill. 





















































Finally one of the agents who had tried in vain several 
times to sell this man was supplied with an Audio-Visual 
outfit by his company. 


In the company’s bulletin to their men about this new 
method they said, “If you have any tough prospects try it 
on them.” 


The salesman thought this man was tough enough to 
make a good test. He went over. 


When he announced that he had a twelve-minute talking 
picture he thought he detected a new interest in the words, 
“Come in.” 


The prospect shut off the TV and gave full attention to 
the Life Insurance program. 


There was no doubt that he could hear every word of the 
recorded voice clearly. 


At the conclusion of the program he made a very sig- 
nificant remark—one that every Life Insurance man will 
find worthy of long and serious thought. He said, “I never 
knew there was so much to Life Insurance.” 


Why didn’t he know there was so much to Life Insur- 
ance? All those salesmen had been telling him about it for 
years. They had left volumes of printed matter with him. 


But all this sales thunder had failed to register with that 
man what there is to Life Insurance. It had completely 
failed to sell him. 


Audio-Visual got over to him what human salesmanship 
and advertising had failed to do. 


The dramatized message, appealing to the eye and ear 
simultaneously, and coming from the company itself, made 
a Life Insurance buyer out of that man. It made plain to 
him what had never been plain before. 


He said, “I'll start with a $10,000.00 policy,” indicating 
that he will continue to buy. 


The agent told us it was the easiest sale he ever made. 
The reason it was easy is that he had the greatest sales tool 
that Life Insurance has ever known, to help him make the 
sale. 


Audio-visual will put your selling on a radically differ- 
ent basis. It will eliminate the groping, stumbling human 
salesmanship that is a vast drain on your treasury, solving 
your selling and recruiting problem at the same time. 


The top sales executive of every Life Insurance com- 
pany should ask us for complete information. 














A&S Faces Pressures To Make Unwise 
Expansions Of Coverage: MacDonald 


general public understands too little 
about the complexities of the hazard 
and because the idea of 100% coverage 
for everything has achieved wide- 
spread appeal, Mr. MacDonald stated. 

Today the “fine print” objection is 
nothing more than an old, tired joke. 
Most coverage being sold now has re- 
markably few exclusions in it. Cov- 


The disability insurance business is 
under constant pressure to bring about 
liberalizations of coverage that may be 
both premature and potentially dan- 
gerous, Roy A. MacDonald, managing 
director of Life Office Management 
Assn., told a recent meeting of New 
York City Accident & Health Club. 

This pressure occurs because the 
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erage for long term disabilities is be- 
coming more common. 
A&S people have been experiment- 


ing ever since they started writing this 


business and are experimenting now 
more than ever before. From all this 
experimentation, the deductible, coin- 
surance and fair premium rate prob- 
ably stand out as fundamental to a 
successful company operation. 

The whole structure of voluntary in- 


surance could be strengthened ma- 
terially if company sales forces could 
stress to applicants the importance of 
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UR HELPFUL AMAONY BOOKLETS 


Many of your clients 
and prospects may have 
questions about business 

life insurance that 

demand detailed and 
time-consuming answers. 
MONY’s four booklets can 
help you give your clients a 
clear, concise, cbjective 
picture of the importance of 
insuring key men, 

business partners, sole 
proprietors, and close 
corporation stockholders. 

If you would like to look 
over any of the booklets 
shown, we’d be glad to 
send you a set. 

No obligation, of course. 











Mutual Of New York 
Broadway at 55th Street, New York 19, N. Y. 


I would like a set of MONY booklets on business 


life insurance. 





Maura 6- New York 








Name 
The Mutual Life Insurance Company Of New York, New York, N.Y. 
Offices located throughout the United States and in Canada Address. 
County 
FOR LIFE, ACCIDENT & SICKNESS, AND GROUP INSURANCE City or Zone 
MONY TODAY MEANS MONEY TOMORROW! 
State 
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buying sound insurance for big ris, 
and if they could explain in a Simple 
way that the deductible and coinsy. 
ance clauses make it possible for jp. 
surers to provide better coverage 
reasonable cost. 

Unless prospects are sold A&S a. 
cording to their individual needs, jp. 
surers are failing to provide the king 
of service the public has a right t 
expect. 

“T am not, for a moment, advocating 
an elaborate estate analysis program 
I am saying that each prospect is ep. 
titled to expect advice as to what he 
should buy. Once the real need area 
have been established, expert guidang 
should be given these prospects so tha 
they get the benefits best suited to thei 
needs,” Mr. MacDonald asserted. 

The best years for A&S are sti 
ahead because today, more than eye 
before, there is a need for competen 
well trained personnel both in th 
home office and the field. Almost with. 
out exception, insurers are recogniz. 
ing the folly and waste of reckless re. 
cruiting, inadequate training and jp. 
different supervision. 

Because the public is becoming jp. 
creasingly insurance wise and has com 
to know what good service is and why 
it has a right to expect, anything les 
than first-class performance by an ip. 
surer will not be enough. 

The days of the roving crew ar 
numbered, if not already finished, no! 
only because of the public’s increase 
knowledge but also because of the in. 
telligent efforts by companies, trade 
associations, insurance department; 
and Better Business Bureaus, Mr. Mac. 
Donald went on. 


There would seem to be every indi- 
cation that the future really does look 
bright. By 1970, it is estimated the US 
will be a nation of 200 million peopk 
who, for the most part, have a dee 
appreciation of the value of voluntar; 
insurance because they will be better 
educated. Today there are twice a 
many high school graduates as 15 year 
ago. With this obvious upgrading in 
the educational level, it would seen 
reasonable to assume that there is 
bound to be an increase in the ability 
to understand and demand the type oi 
security that only voluntary insurance 
can provide. The best informed econo- 
mists are predicting a long period of 
stable and expanding prosperity. The 
gross national product this year prob- 
ably will reach the fantastic total of 
$430 billion. By the time the country 
reaches the 200 million population fig- 
ure the gross national product could 
well be $560 billion or more. 

Despite the advances in modem 
medicine and the improved standard 0 
living, there is no abatement of the 
hazard of disability. Rather, the length- 
ening life span, if anything, has in- 
tensified the need for protection against 
the losses that come with ill health, 
Mr. MacDonald said. 


BRONZE ... ALUMINUM 
Sales . . . Service . . . Safely 
AWARDS. . . PLAQUES 


Trophies . . . Embossed Signs 
CAST BRONZE TABLETS 





(fat Metals Gompany 





819 W. Market © Louisville 2, Kentucky 
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PEREHECT PROSPECT 
for Adtna Life’s 


ESTATE ANALYSIS 













ho. Sam Ballard. .. active sportsman and collector... owner 
of a prosperous business ... secure in the thought that he has 
enjoyed good financial success—and has accumulated a sub- 
stantial estate for his family... BUT... 


All of his efforts and energy have been devoted to building 
up his estate ... little, if any, attention has been given to its 
conservation and distribution. He has not, for example, con- 
sidered the fact that his death could bring a 20-50% loss in the 
value of his estate. Consequently, he has not taken necessary 
steps to minimize this loss. He's a perfect prospect for Atna 
Life's Estate Analysis Service. 


Undoubtedly, Mr. General Insurance Man, you have among 
your clients men like Mr. Ballard with estates—or potential 
estates—of $150,000 and more. They will gain immeasurably 
from this service. You will, too—through large life insurance 
sales that frequently result in such cases. Why not get in touch 
with the Atna Life General Agency in your area today? Their 
skill and experience are at your clients’ service in your behalf. 


AETNA LIFE 


INSURANCE COMPANY 


Affiliates: 


Atna Casualty and Surety Company ° Standard Fire insurance Company 


HARTFORD, CONNECTICUT 


SERVICE TO GENERAL INSURANCE MEN 

“Compass” is a thly Aétna Life service publica- 
tion written especially for general insurance men 
and brokers. It points out unusual opportunities for 
building commissions and for cementing client rela- 
tionships. To receive your copy regularly write: 
“Compass,” Atna Life Insurance Co., Hartford 15, 
Connecticut. 
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sey, formerly agency supervisor. The 
new department will handle ail forms 
of group business, both employer-em- 
ploye and association. This move fol- 
lowed closely a recent announcement 
of the streamlining of the company’s 
home . office agency force for closer 
personal attention to field problems. 
“Since 1886 North American has 
been a leader in personal insurance as 
distinguished from casualty lines. That 
distinction will continue to be North 
American’s’ primary characteristic. 
However, our new group facilities will 


No. American Accident 
Creating Group Unit, 
Name Morrissey Head 


North American Accident of Chica- 
go will begin underwriting life and 
A&H group business, effective Jan. 1, 
1958, according to S. Robert Rauwolf, 
vice-president and agency director. 

A group department to be created 
shortly before the close of the year 
will be headed by William H. Morris- 





GEORGE F. ALBRIGHT, C.L.U. 
Agency Vice-President 
responsible for over-all 

supervision of field-wide 
agency operations 


ATTIS E. CROWE 
Second Vice-President 
in charge of Ordinary Agencies 


FieNATIONAL UNDERWRITER 


open new avenues of opportunity to 
our field force on a highly competitive 
basis,”’ Mr. Rauwolf said. 

At the same time, Mr. Rauwolf said 
the company anticipates the introduc- 
tion of new features in its life pro- 
gram early in 1958. 


Lester S. Becker, St. Louis general 
agent of Lincoln National Life, was 
guest speaker at the monthly dinner 
meeting of Milwaukee Life Managers 
& General Agents Assn. 





PAUL J. WILLIAMSON, C.L.U. 
Assistant Vice-President 


in charge of training and sales promotion 


Life of Virginia's Agency Leadership Team 





RAYMOND E. McCANN, JR. 
Second Vice-President 
in charge of Combination Division 2 


ALBERT M. ORGAIN 
Second Vice-President 
in charge of Combination Division 1 


Six proven, experienced, capable life insurance 
sales executives . . . they head Life of Virginia’s rience... 
agency organization. Five of these men came into 
the home office directly from Life of Virginia field 
managerial positions . . . every one of them was a life companies. 
highly successful life underwriter. 


We think this is an outstanding team . . . these six 





agency executives. Our 2500 sales and service rep- 
resentatives find in their leadership the kind of 


helpful, cooperative and understanding guidance 





W. RANDOLPH TOLER 
Second Vice-President 
in charge of Combination Division 3 


that can emanate only from men with wide expe- 
men who know their business. 
Life of Virginia, with well over $2 billion insurance 


in force, is one of the nation’s largest and strongest 


THE LIFE 


INSURANCE COMPANY 


OF VIRGINIA 


SINCE 1871 ¢ RICHMOND. VIRGINIA 
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Hancock Installing 
Big Electronic System 
For Use In January 


John Hancock is installing a Univa 
II, a new and improved giant ele. 
tronic computer which has three ty 
five times the capacity of earlier uni, 
The installation is said to be the fipy 
of its kind in the world. 

Twenty-two pieces of equipmey 
weighing several tons have beg 
placed on the seventh floor of Hap. 
cock’s Berkeley building in Bosty 
where they will occupy 2,000 squay 
feet of space. Five component parts ¢ 
the Univac II were installed in Octobe 
along with an elaborate network y 
wires which will be connected wit, 
the main units during the next sever 
weeks. It is expected the system wij 
be ready for operation in January. 


The complexity of life insurance Op- 
erations, brought on by rapid growth 
and the development of many new pq. 
icies and coverages, has prompted th 
introduction of electronic equipment a 
the fastest and most economical mean 
of providing efficient service to policy. 
holders, according to President Byrq 
K. Elliott. 

He noted that the installation o 
such equipment, by eliminating many 
routine and repetitive operations, ha 
resulted in an upgrading of jobs. The 
past several years have seen a tremen- 
dous increase in this type of work 
brought on by rapid increase in the 
volume of business. 

The company plans to install a see. 
ond Univac II in the future. Mean. 
while, it will continue to use its pres. 
ent Univac I, installed in December, 
1955. 

Univac II’s first assignment will be 
to handle certain actuarial work 
which has been undergoing periodic 
tests for 10 weeks at the St. Paul plant 
of Remington Rand. Work of the group 
and claims departments are bein 
geared to the capabilities of the com- 
puter as well as premium billing for 
general agency business. - 


When assembled, the system will 
consist of a central computer, 17 tape 
units and an operator’s console. Locat- 
ed in adjacent rooms are a motor gen- 
erator, switchgear, transformer and 
Univac II’s power supply. 

Univac I has been used to handle 
all premium billing for the district 
agency operation. It also had handled 
home office payroll, commission auth- 
orizations, and much of the year-end 
work required for legal purposes. 


PAUL TEMPLE 
AND ASSOCIATES 


INSURANCE ANALYSTS 


Purchase, Re-Insurance 

and/or Merger of Life, Fire and 
Casualty Insurance Company's 
negotiated in confidence through 
the facilities of this 30 year 

old organization. 


1927-1957 
PAUL TEMPLE AND ASSOCIATES 
6355 NORTH CLARK STREE! 
CHICAGO 26, ILL. 
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Asks All-Out Opposition 
To Liberal Legislation 


Members of the life insurance fra- 
ternity must be well organized to meet 
the liberal aims of many members of 
Congress and this opposition should be 
tightly knitted before the next legisla- 
tive session, declared R. Edwin Wood, 
associate manager of Phoenix Mutual 
at San Francisco and chairman of 
NALU’s social security committee. 

Mr. Wood was one of the principal 
speakers at the legislative workshop 
conducted by California Assn. of Life 
Underwriters in San Francisco. The 
association held a similar workshop at 
Pasadena. 

Sound counsel as to how to prepare 
legislation, contact members of the 
legislature and various other needed 
procedures were presented by Assem- 
blymen Charles Meyers in San Fran- 
cisco and Casper Wienberger at both 
meetings. Donald Doyle, local agent of 
Lafayette, and a member of the assem- 
bly finance and insurance committee, 
spoke at the Pasadena meeting. All 
complimented the association for con- 
ducting the workshops and for its ac- 
tivities at the last session in addition 
to offering advice. 

Another speaker at the San Fran- 
cisco meeting was Harry Phillips, 
group manager there for the Sun Life, 
a NALU trustee and chairman of its 
group committee. 


Sen. Townsend Chicago Speaker 


Group supervisors division of Chi- 
cago Assn. of Life Underwriters heard 
Senator Townsend of the Indiana 
legislature at the luncheon meeting 
Dec. 2. Mr. Townsend, who spoke on 
“What They Have Learned About A&S 
Insurers In Indiana,” has been in the 
insurance business for more than 24 
years, 17 with Equitable Life of Iowa 
as an agent and since 1950 as general 
agent for the company in Indianapolis. 
He has taught insurance classes for 20 
years at Butler university. 


Reschedule Ind. Assn. Annual 


A change in dates for the annual 
meeting of Indiana ‘Assn. of Life Un- 
derwriters has been announced by Le- 
on Lawhead, general agent National 
Life of Vermont, president. Originally 
scheduled for May 16-17, the meeting 
has been rescheduled one week later, 
May 23-24, to move it farther away 
from Indiana Leaders’ Club annual 
session the fourth week in April. 


Sheboygan, Wis.—James D. Banks, 
agent for Old Line Life in Appleton, spoke 
on educational opportunities for the life agent 
through the CLU and LUTC courses and pre- 
sented certificates to 12 local members who 
successfully completed LUTC examinations. 
Mr. Banks is president of the Northeast Wis- 
consin CLU chapter and a member of the ed- 
ucation committee of the state association. 


general 


Quincy, Il—J. Kenneth Wyard, John 

Hancock, Peoria, president of the Illinois 
association, spoke at the November meeting. 
‘The successful life underwriters must be a 
combination of teacher, scientist and sales- 
man,” he said. ‘‘He must be scientific enough 
fo be logical, teacher enough to make clear 
and salesman enough to be tactful in his 
presentation.” 


Manitowoc, Wis.—Mrs. Margaret Vogelsang, 
Newly-elected president of Women’s Leaders 
Round Table of NALU, was honored by fellow 
members of the Manitowoc association at the 
monthly luncheon meeting. 


Androscoggin Valley (Me.)—Richard A. Mon- 
Maney, field training instructor of Metropoli- 
tan Life, spoke on the importance of program- 

in life and A&S. at the bi-monthly 
meeting. 


Oconomowoc, Wis.—Robert J. Spooner, Equit- 
able Society, Appleton, Wis., discussed the 
Importance of the Application” at a luncheon 
Meeting of the Land o’ Lakes association. 
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POLICIES 


State Mutual Increases 
Some Dividends For ‘58 


State Mutual has increased divi- 
dends in several policy lines for 1958. 
Dividends are being increased at the 
later durations on equity builder pol- 
icies. For other plans in the current 
series of policies, the increased divi- 
dend scales adopted for 1957 will be 
continued for 1958. On American ex- 
perience business, dividends are be- 
ing increased on premium-paying pol- 
icies where premiums are payable for 
the whole of life. 





Security-Conn. Offers 


New Hospital Policies 


Security-Connecticut Life has in- 
troduced individual and family hos- 
pitalization policies providing up to 
365 days of hospital confinement cov- 
erage for any accident or illness. 

President E. Clayton Gengras said 
upward revisions in benefits were nec- 
essary to help meet the high costs of 
prolonged hospital confinements. The 
policies include individual and family 
coverage for hospital room and board, 
miscellaneous hospital charges, ambu- 
lance expense, emergency allowances 
for non-confining cases and such op- 
tional additions as surgical expenses. 


American United Offers 
New Family Plan, Others 


American United Life has introduced 
a new family policy, two new plans 
for women and a rider for wife’s pre- 
mium waiver. 

With the one premium based on the 
husband’s age, the family policy pro- 
vides: $5,000 whole life for the hus- 
band; $1,250 term for the wife if she 
is the same age as the husband, more 
or less insurance according to how 
much she is younger or older than 


FRATERNALS 


Strommen Is Regional Head 
Of Lutheran Brotherhood 


Clair E. Strommen has been appoint- 
ed north central regional manager of 
Lutheran Brotherhood at Minneapolis. 
He will supervise 20 general agencies 
in Minnesota, the Dakotas, northwest- 
ern Wisconsin, Manitoba and Saskat- 
chewan. Since joining Lutheran Broth- 
erhood in 1954, Mr. Strommen has been 
general agent at Moorhead, Minn. 








Distributes Teaching Materials 

Lutheran Brotherhood, during the 
past year, has distributed 1,567,891 
pieces of teaching aids to Lutheran 
Sunday schools throughout the nation. 
These materials include coloring pic- 
tures, church seals and maps showing 
locations of biblical events. 


Edwin H. Fritz, Northwestern Mu- 
tual Life, discussed “New Ideas in 
Selling” at a luncheon meeting of Mil- 
waukee Fraternal Underwriters Assn. 


LAFE E. McKITTRICK, 77, who 
retired in 1955 after 15 years as vice- 
president and national treasurer of 
Gleaner Life of Detroit, died in Chi- 
cago at Wesley Memorial hospital. Mr. 
McKittrick was formerly an examiner 
for Federal Deposit Insurance Corp. 
and a vice-president of American Na- 
tional Bank of Mount Carmel, Ill. 


her husband; $1,000 term insurance to 
age 22 on each child; double indem- 
nity on both husband and wife; and 
waiver of premium on death or total 
and permanent disability of the hus- 
band. A special feature permits use of 
outstanding dividends and cash val- 
ues at husband’s age 65 to convert part 
of the wife’s term insurance to paid 
up life insurance. 

The two plans for women reflect 
lower female mortality experience. The 


policies will be issued in amounts of 
$5,000 or more. Additional reductions 


9 


in the premiums have been made for 
issues of $12,500 and over. 

The wife’s premium waiver is payor 
insurance for policies issued on the 
lives of married women. The coverage 
added as a rider to a policy issued on 
the life of a married women provides 
that if the husband dies within 20 
years of issue the premiums for the 
remainder of the 20-year period will 
be waived. The rider will be issued 
on wives up to age 45 if the husband 
is not over age 50. It will be written 
non-medically whenever possible. 





—23% over 1955. 


start in the field.” 


associates—not as machines.” 






Serving Personal Security 
Needs Since 1906 








Sam Van Elgort in his modern Beverly Hills office building —one of 
the tangible rewards he's earned as a ‘‘Man from Midland Mutual.”’ 


“A top agency contract is just one 
of Midland’s many PLUS features, 


—says this man from Midland Mutual 


In 1948, transplanted Chicagoan Sam Van Elgort launched an 
agency for Midland Mutual in the fast-moving, competitive Los 
Angeles market. Last year—his ninth with the Company—Sam’s 
agency captured its third President’s Award for outstanding agency 
development and boosted paid-for production to almost $7,000,000 


“Midland’s general agency contract is one of the best in the busi- 
ness,” says Sam. “The company’s career financing plan enables the 
general agent to recruit high-grade men and get them off to a fast 


“But, the contract is just one of many plus features and benefits,” 
adds Sam, “Midland has a wide range of salable policies, an excellent 
programming service, effective sales aids, sound training programs 
and efficient home office methods. Best of all, Midland gives personal 
attention to its field people. We're treated as human beings and 


Find out more why men of Sam Van Elgort’s caliber are so enthu- 
siastic in their praise of Midland Mutual. Get the full story by writ- 
ing Charles E. Sherer, CLU, Vice President and Director of Agencies. 


MIDLAND MUTUAL 


; LIFE INSURANCE COMPANY 


256 East Broad Street, Columbus 16, Ohio 


Midland Mutual Agency Building opportunities include openings in these areas: 
California, Illinois, Indiana, lowa, Kentucky, Maryland, Michigan, North Carolina, 
Ohio, Pennsylvania, Virginia, West Virginia. 
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X-17 Goes Back For More Study 


The general, though by no means 
unanimous, agreement that the pro- 
posed mortality table X-17 should be 
sent back for more study before the 
states are asked to enact it seems like 
the only realistic course under the cir- 
cumstances. 

This is small comfort to the compa- 
nies that are prevented from lowering 
their rates to more competitive levels 
because doing so would force them to 
put up over-burdensome deficiency re- 
serves. But with the strong lineup of 
opposition to a quick endorsement of 
X-17, it looks as if a plunging attack 
on the problem would fetch up against 
a stone wall. It might even generate 
cnough dissension to seriously delay 
the eventual adoption of X-17 or what- 
ever alternative remedy may be found 
for the troublesome deficiency reserve 
requirement. 

At the hearing held by the National 
Assn. of Insurance Commissioners 
subcommittee on deficiency reserves it 
was brought out that some companies 
have contrived a way of meeting the 
deficiency reserve problem by simply 
raising their reserve assumptions, say 
from 244% to 3%. Nobody seems to like 
this as the ultimate answer. For one 
thing, it is a roundabout system. It 
means picking an interest assumption 
not on a basis that considered judg- 
ment says is the right one, but with 
an eye to avoiding the deficiency re- 
serve requirement. Also, it seems 
weirdly inconsistent to use a less con- 
servative interest basis and thereby 
avoid putting up a deficiency reserve. 
It is a little like the man who was 
always late to work but made up for 
it by going home early. 

What effect this way of avoiding 
deficiency reserves will have on the 
rate competition that the smaller com- 
panies fear remains to be seen. It may 
be that relatively few of the companies 
that are trying to get away from de- 
ficiency reserves will want to use the 
higher-reserve-assumption alternative, 
at least until they are convinced that 
it is the only course open to them. 


But the existence of such an alterna- 
tive brings up the question of how 
much protection the deficiency reserve 
requirement is to the smaller compa- 
nies that want it retained as a means 
of keeping rate-cutting from slicing 
deeper than these companies are pre- 
pared to go. 

The accusation has been made that 
the argument for further study of X-17 
and the deficiency reserve problem is 
merely a delaying move. Doubtless 
there are some companies that see it 
that way and are very happy about it. 
But the thorough documentation that 
Vice-president Robert E. Dineen of 
Northwestern Mutual has asked for 
should provide a way of separating 
arguments that have real validity from 
those that are advanced merely for 
the sake of competitive advantage, 
whether these arguments are in favor 
of X-17 or against it. 

In spite of oratory and string-pull- 
ing, a thoroughly documented body of 
facts and reasonable deductions based 
on these facts is a powerful instrument 
for getting a final solution that repre- 
sents the best possible compromise. It 
separates fact and reasonably infer- 
rable opinions from mere eloquence. 
By its very existence it sets up a 
standard of what shall be entitled to 
be considered as a fact or probable 
fact. 

Thus, when some Claghorn resound- 
ingly declares that something or other 
is “an obvious fact,” there is a stand- 
ard of reference. If it is obvious, what 
makes it obvious? Reduction of the 
area in which we are dependent on 
guesswork makes it that much more 
difficult to palm off a bit of half-baked 
special pleading as something to be 
taken seriously. Emotional arguments 
will always be with us, but the more 
facts there are available and the better 
documented they are, the less chance 
there is for emotion-based opinions to 
masquerade successfully as something 
worthy of serious consideration.— 
R.B.M. 





Honor March Of Dimes Co-chairman 


President Louis 
W. Dawson of Mu- 
tual of New York 
has been cited for 
his leadership as 
co-chairman of the 
1957 New York 
March of Dimes. 
He is shown, at 
left, receiving a 
plaque from Harris 
A. Dunn, general 
chairman of _ the 
1957 campaign. 
Roy W. Moore Sr., 
general chairman 
of the 1958 drive, 
smiles his approv- 
al. 
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Two members of the Kentucky jp. 
surance department were injured jy 
a highway accident while driving fron 
Louisville to Frankfort Dec. 2. Adam 
F. Yancy, director of the life Civision, 
and George Chescheir Jr., assistant jp 
the life department and son of a form. 
er life general agent at Louisville, wer 
hurt in the crash. 


Murray D. Lincoln, president of Nz. 
tionwide, has been elected to the ney. 
ly created post of chairman of CARE 
He had been president of the interna. 
tional aid agency since its inception }; 


DEATHS 


FRANKLIN H. FOUST JR., 27, sec. 
retary of Consumers National Life o 
Evansville, Ind., died of leukemia x 
Indianapolis. Mr. Foust, who resigne 
last March as securities commissione 
of Indiana, was said to have been the 
youngest appointive state official in 
the history of the state, being name 
to the securities post at age 25. 








EDWARD J. O’SHEA, 84, former 1s 
vice-president and treasurer of New 
World Life, died of a heart attack in 
Seattle. One of the founders of the 
company in 1911, Mr. O’Shea retired in 
1953 when it became Farmers Ney 
World Life. 





Chileans Study U. S. Insurance 


A 12-man study team of promineni 
businessmen, bankers and _industrial- 
ists from Chile met with James F. 
Oates Jr., president of Equitable So- 
ciety, and investment officers to dis- 
cuss the increasingly important role 
of insurance companies in financing 
industry. The meeting, which took 
place at the home office, was spon- 
sored by the international cooperation 
administration. The study team is on 
a 6-week tour of the U. S. 


STOCKS 
















By H. W. Cornelius, Bacon, Whipple & Co. 
135 S. LaSalle St., Chicago, Dec. 3, 195i 
Bid Asked 

POCA TAO  cscacsisssstctocsrestivssesechassreetens 173 178 
Beneficial Standard ........... 14 15 
Business Men’s Assurance .. 61 63 
Cal.-Western States ......cccccce 80 83 
Coilumbion National «0.0.0.0... 64 68 
Commonwealth Life 252 264 
Connecticut General ..... 250 254 
Coniinental Assurance 100 104 
Franklin Life ..... 58% 60 
Great Southern Life 72 % 
CUT aD OF Ree eee 23% = 2th 
Jefferson Standard 73 1 
Marnsas City Lille: wc: cnsecssweciectiocs 1045 1055 
Liberty National Life 0.0.0.0... 28% 30 


Life & Casualty ......... . 17% 18%2 


Life of Virginia ... 9912 102 
Lincoln National 183 188 
National L. & A. ..... 90 92 
North American, III. 1812 19! 
N. W. National ......... 78 82 
Ohio State Life .. 260 275 
Old Eine BUG nn. csicisssssesssscecssccoscsnocs 40 44 
Republic Natl. Life... 35 37 


Southland Life 














Southwestern Life 96 
Travelers fe 
United, Il. 

U. S. Life 26% 
West Coast Life... 40 
Wisconsin National ...........0.0.006 62 65 
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Equitable Extends 
Electronic System To 


Group Administration 


NEW YORK—Equitable Society has 
set up a new department, to be known 
as group insurance administration. It 
is an outgrowth of the installation of 
the IBM 705 electronic data proces- 
sing equipment. 

Second Vice-president Joseph H. 
Chaille heads the new department, 
which starts operations Jan. 1, as one 
of the departments under the general 
supervision of Walter Klem, senior 
vice-president and actuary. Integrat- 
ing functions now performed in three 
other areas, the group insurance ad- 
ministration department will have as 
its principal responsibilities premium 
billing and collection; determination 
and payment of comm(éssions; main- 
tenance of records of policy descrip- 
tion, status and experience, and main- 
tenance of home office records on in- 
dividual lives insured, and routine ad- 
ministration related to these records. 

Large-scale data-processing equip- 
ment such as the 705 makes it possi- 
ble to combine many previously sep- 
arate records into a smaller number of 
master files, and to use these master 
files in a highly integrated machine 
system combining what are now many 
distinct functions. Equitable made a 
corresponding change in relation to 
similar ordinary insurance work 18 
months ago. 

Responsibility for certain other 
functions connected with the handling 
of new business in group insurance 
will also be consolidated Jan. 1. This 
will be done by rearrangements be- 
tween the actuary’s ‘department and 
the existing group department. Under 
the present organization, the actuary 
is responsible for the preparation of 
policies and certificates as well as for 
underwriting in connection with new 
business. As changed, the actuary will 
retain the underwriting responsibility 
and the work of basic policy and cer- 
tificate forms drafting, but the group 
department will do the “fill in” re- 
quired to adapt these forms to specific 
cases. 


Ala. Top Court Upholds 
$75,000 Judgment Against 


Insurers In Poison Case 


The Alabama supreme court has up- 
held a $175,000 judgment against Lib- 
erty National Life, National Life & Ac- 
cident and Southern Life & Health 
which issued life policies for $500, 
$1,000 and $5,000, respectively, on 2- 
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year old Shirley D. Weldon who was 
poisoned by her aunt. 

The court held that insurers have 
the duty to use reasonable care not to 
issue a life policy in favor of a bene- 
ficiary who has no interest in the con- 
tinuation of the life of the insured. In 
an opinion written by Justice Lawson, 
with one dissent, the court noted that 
no case had come to the court’s atten- 
tion where this specific question was 
considered by any court. The court 
was of the opinion that such a duty 
exists because there is a duty upon 
all to exercise reasonable care not to 
injure another. 

The decision affirmed an Elmore 
county court judgment for Gaston 
Weldon, the child’s father, who sued 
the insurance companies. He contend- 
ed that the companies were negligent 
in insuring the child without his 
knowledge and that they did not in- 
vestigate fully to determine if the 
aunt had an insurable interest. 

The aunt, Mrs. Earle Dennison, has 
been electrocuted for the child’s death. 
She also was charged with poisoning 
the youngster’s sister, Polly Ann, but 
was tried only for Shirley’s death. 
Shirley died in a hospital where Mrs. 
Dennison worked as a nurse. 


Explains Montana Law 
Recodification Bill 


A 33-chapter draft of an insurance 
recodification bill to be submitted to 
the Montana legislature in 1959 was 
explained in a talk before Montana 
Assn. of Mutual Insurance Agents 
which held its annual convention in 
Helena. 

“This will probably be the largest 
bill to come before the state legisla- 
ture,” Robert D. Williams, Seattle in- 
surance law expert who was employed 
by Commissioner Holmes to prepare 
the bill, declared. After the draft is 
printed, it will be distributed and 
aired at a series of public hearings 
next August. 

Principal aim of recodification, Mr. 
Williams said, “is to give the best laws 
for the needs of the public, the agents, 
and the commissioner.” 

He traced the background of con- 
temporary insurance legislation and 
judicial opinions and warned that un- 
less Montana insurance laws are made 
adequate, “there is a danger of the 
federal government stepping in and 
supervising the operation.” 

Mr. Williams pointed out that the 
insurance industry has undergone a 
drastic change toward multiple line 
underwriting which “enables a person 
to buy his insurance needs in one pol- 
icy, instead of the many policies under 
the old stratified method.” The prob- 
lem with present Montana laws is that 
they are built around the old stratifi- 
cation methods and the state has been 
filling the gaps by makeshift amend- 
ments in the legislature, which this 
year appropriated $25,000 for recodi- 
fication work. 








Mutual Benefit 
Life has delivered 
its first group 
policy. President 
H. Bruce Palmer 
(right) is shown 
presenting a 
plaque to Joseph 
Shapiro, president 
of Shapiro Bros. 


Factors Corp. of 
New York, the 
policyholder. Ro- 


bert C. McQueen, 
(left) is director of 
group insurance. 
The presentation 
was made at a 
luncheon in the 


home office. Mutual Benefit recently opened a group office at New York, the 
first of its regional group offices. The group policies have been approved in 


most states. P 


United L. & A. Offers 


Premium Return Riders 


United Life & Accident has intro- 
duced two return of premium riders, 
one a 20-year plan and the other to 
age 65. 

The riders may be attached at is- 
sue to any of 30 basic life policies. 
If insured dies during the rider pe- 
riod, the beneficiary receives not only 
full face amount of the policy, but 
also the entire amount of premiums 
paid. 

The riders may be attached to a 
policy with double or triple indem- 
nity, family income or family protec- 
tion, or with an A&S policy issued 
in combination. With these benefits, 
as well as with waiver of premium 
or payor benefits, the premiums paid 
on the benefits or combination policy 
are refunded along with premiums on 
the basic policy. The amount payable 
under these benefits is not affected 
by the return of premium rider. 

The return of premium riders are 
issued with waiver of premium if this 
benefit is on the basic policy and with 
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Commonwealth Life 
Proposes To Add Capital 


Stockholders of Commonwealth Life 
will vote on an increase of the compa- 
ny’s capital from $3 million to $4 mil- 
lion at a special meeting, Dec. 20. 

Subject to an affirmative vote, a 
stock dividend of 3314% will be paid 
on Dec. 31 to stockholders of record 
Dec. 20. It is intended that the present 
cash dividend rate will be maintained. 


Mount Vernon Ups Discount Rate 


Mount Vernon Life has increased 
the discount of advanced premiums to 
3%, compounded annually. This ap- 
plies to premiums coming due in the 
first 10 years from the date of pre- 
payment. Maximum premiums paid in 
advance on any one life may not ex- 
ceed $50,000. There will be no discount 
penalty in the event of withdrawal. 





the payor benefit on juvenile policies 
if it is on basic policy. The riders will 
be issued substandard if the basic 
life policy is issued substandard. 


Keeping Faith through the years 


For over 90 years, since 1867, the Equitable 
Life of Iowa and its field associates have been 
keeping faith with American families — a faith 
founded on the security of life insurance 
and as a New Year approaches, they renew 
again this continuing pledge. 
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SOMETHING 
REALLY NEW 


Now available through Atlantic Life, “The 
Family Circle Plan”—a completely new concept 
in family group coverage. Embracing both life 
and hospitalization insurance, it provides what 
can truly be called a circle of protection for the 
family circle. 

And to help Atlantic agents broaden their circle 
of clients with “The Family Cirele Plan,” a 
completely new sales package is available, fea- 
turing the “slide-o-matic” rate rule. It gets atten- 
. but more important, it gets sales. 


Atlantic Life 


INSURANCE COMPANY 
HOME OFFICE—RICHMOND. VA. 


‘ lion .. 


Life ¢ Accident & Sickness ¢ Hospitalization 


More Than a Half Century of Service 











Loans are available for you on your renewal com- 
missions—for additional working capital, for busi- 
ness expansion. for persona! use. Prompt. efficient, 
confidentia! service. from the outstanding organiza- 
tion specializing in direct loans to life insurance 
underwriters. 


Life Underwriters Service Corporation 


Life Underwriters Service Corp. 
Security Bldg., Denver 2, Colo. 


Mail this 


I am interested in your service. Please send further 
information, at no obligation to me. 
0 Agent 


J) Gen. Agt. 


Coupon 
Colo Kony 


Name__ es 
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Bergreen Describes LIAMA Experimental Study 
In Functional Cost Analysis At Agency Level 


Sholem J. Bergreen, program direc- 
tor of LIAMA’s research division, de- 
scribed at LIAMA’s annual meeting in 
Chicago an experimental study in func- 
tional cost analysis conducted last year 
at the agency level. Functional cost 
analyses seek to establish a basis for 
cost control and to measure the inter- 
nal efficiency of a functional activity. 
An abridged version of Mr. Bergreen’s 
talk follows. 


I am interested in discussing one 
specific form of cost analysis with 
which the association has been ex- 
perimenting. It appears to be appli- 
cable to the life insurance industry 
and has promise of considerable re- 
sult. 

The form is known as functional cost 
analysis. The functional aspect is de- 
rived by translating costs from the 
familiar accounting form to a system 
of accounts which most appropriately 
reflects the activities performed in a 
life company and the purposes for 
which the expenditures are made. For 
example, instead of a commission ac- 
count, a salary account, a rent account 
and a telephone account, we translate 
into expenditures for particular pur- 
poses such as recruiting, selection, su- 
pervision and collection of renewals. 
This system of functional accounting 
shows costs as a meaningful subdi- 
vision of activity in the life insurance 
industry. 


Functional cost analysis has two 
primary objectives. The first is to es- 
tablish a basis for cost control. The 
second, equally important but much 
more difficult, is to evaluate or meas- 
ure the internal efficiency of a func- 
tional activity. Under the objectives 
of establishing bases for cost control 
we have, of course, the development of 
norms, averages and standards. 

The second objective, that of meas- 
uring the efficiency of an operation, is 
directed toward the establishment of 
policy; toward the evaluation of meth- 
od or philosophy; toward the deter- 
mination of the best combination of 
factors to use; toward the over-all 
problem of level of operation or objec- 
tive setting. We still have much work 
to do in attaining this objective. 

What I have just said does not im- 
ply cost reduction, either unit cost or 
total cost, for the most efficient level 
of operation is not necessarily at the 
point of lowest cost. It does imply that 
unless we know where we are spend- 
ing our money and for what purpose, 
we cannot determine whether we are 
spending too much or too little; we 
cannot determine whether to invest 
more or less. We have the feeling that 
all too frequently the agency manager 
does not fully know what he is buying 
for his money. 


I would like at this point to turn to 
an experimental study, which we are 
working on at the association in an 
effort to determine whether the type 
of cost analysis I speak of is feasible 
and can bring meaningful results. 

Our studies are not yet completed 
and there are many problems that are 
still under consideration. For one, we 
are not yet ready to discuss any find- 
ings with respect to the causal rela- 
tionships between costs and produc- 
tion. 

The study in its broad intent will 
encompass distribution costs in both 
the home office and the field. At the 
moment, we have limited ourselves to 
the field or agency costs only. The for- 


mal study was conducted from April } 
to June 30, 1956. 

The agencies that participated were 
selected on rather arbitrary grounds. 
In order to obtain a high volume of 
activity in the first-year functions, we 
attempted, in the main, to select rath- 
er large agencies. These are not typi- 
cal or representative agencies and | 
would like to caution you not to re. 
gard any figures I may show as dem- 
onstrating anything other than meth. 
od. 

In order not to disclose the identity 
of the agencies or companies in our 
illustrations, we have changed the ac. 
tual figures. 

Since the major expense in a life 
insurance agency is supervisory and 
clerical salaries, we had to find some 
method of allocating these salaries to 
each of our functions. It seemed that 
the most accurate method of doing 
this was to perform a time study. 


A daily time allocation record was 
used by every person in the agency to 
report the amount of time spent in 
each function. The agency operation 
was divided into functional areas. Ey- 
ery function was defined and a set of 
definitions given to each person. 

In performing the time study, we 
were interested in identifying the 
function in which work was performed, 
aus well as the name of the agent who 
was the recipient of this work or in 
whose behalf the work was done. 

Some of the functions offered little 
problem. In such functions as recruit- 
ing, selection, induction and financing, 
the respective groups of agents were 
known. Recruiting activity was there- 
fore allocated to new recruits; financ- 
ing activity was allocated to agents 
under financing, etc. In the functions 
of supervision, training and mainten- 
ance, the specific agents were not as 
clearly discernible. We therefore pro- 
vided space on the time form where 
the salary person could record the 
name of the agent for whom work was 
being performed. We provided another 
line entitled, “agent or number,” 
where the agent’s identification was 
made. If work applied to a number of 
agents, the number would be record- 
ed and the names given on the re- 
verse side of the form. This resulted in 
a remarkably specific accounting of 
the time in each function. 

e 

When the time study was completed, 
we obtained for each agency a de- 
tailed breakdown of all the other ex- 
penses, such as rent, telephone, post- 
age, travel, etc., that were incurred 
during the period of study. These ex- 
penses were distributed to the func- 
tions on the basis of the best informa- 
tion available to us. In some instances 
a telephone survey was made; vouch- 
ers were obtained indicating the pur- 
pose for which expenditures were 
made. Discussions were held with the 
agency manager or cashier in order to 
determine the purpose of other ex- 
penditures. Each expense was on this 
basis assigned to the appropriate func- 
tion. 

The final result of our data-gather- 
ing process is that we now have the 
total expense of the agency, identified 
by the function for which it was ex- 
pended, and within each function the 
amount of expense applicable to each 
agent. We also obtained agent produc- 
tion and income data in the form of 
commissions and premiums, as well 
as the general agents’ overriding and 
expense allowance applicable to the 
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Mr. Bergreen then presented some 
pated were exhibits to illustrate his remarks. _ 
y grounds, Although managers and company 7 
volume of executives will frequently indicate _ 
nctions, we that they have a good idea of what _ 
elect rath- their supervisory staff is doing, we 7 
> not typi- have reluctantly come to the conclu- Lo 
ties and | sion that, to a very great extent, this 
not to re. is wishful thinking. The activity of _ 

w as dem- the supervisor is dictated by pressures 
han meth- which are not measurable on a — Y \ \ } Y 

ective rational basis. We must, then, _ 9 we 
1e identity dispute any picture which is obtained _ 
ies in our from the manager’s or supervisor’s 
ed the ac- oral description of his activity. 

I am not intimating any sort of _ ; 

in a life iliful deception. The supervisor is, in _ ; P ‘ 

isory and | fact, reporting what he thinks ‘he _ In case you've been wondering, we are not yet 
find some should be or is doing, rather than _ ) 
salaries to what he actually is doing. Unless de- i : ; 

med that | tailed records are kept, we must un- _ accepting applications for agencies in any outer - 


of doing fortunately, conclude that these oral 


idy. pictures are rather unreliable. Our - : 
study, in contrast, is based on detailed Space points jj 

‘cord was current reports of activity. ; LD 
agency to . 
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spent in We talk about rising costs, but what - Wy 
operation has any company really done to un- Th ill : f | | d 7 
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1 a set of life insurance distribution? How effec- 
on. tive has any company been in off- 
tudy, we setting these rising costs through more S| , ee ‘ - Yj 
ying the peril utilization of its resources? old U. S. A. we hav ent written yet. _ 
erformed, We have, as yet, not made any D 77 
gent who startling or world-shaking discoveries 
rk or in in our investigations. We have merely 7 LL) 
one. scratched the surface. The scratch, A _ 
red little however, reveals that there may be 
S recruit- gold below, if we dig for it, and dig we 7 
‘inancing, will. y 
nts were When we first started this investi- Y T H E 
as there- gation, the odds were against a suc- ¥Y 
3; finane- cessful completion of even the first 7 ' 
O agents phase. We think, at present, the odds VY NA | IO NAL ! AWE 
functions on a successful completion of the ful J 7) 
mainten- study have changed tremendously in 
e not as our favor. We know that we have Y =U A ID A V7 
fore pro- something good, something that can 7 / 
m where prove of tremendous value to the in- 7Yy LO 
cord the dustry. We need nothing more than g Yy 
vork was your cooperation and participation 7 IN Ss U RAN Cc E Cc O M PANY _ 
| another with us in furthering these investiga- 7 HOME OFFICE_NASHVILLE, TENNESSEE _ 
number,” tions. Y - 
tion was Eas | 
amber of Indianapolis GAs ii 2 
- record- \ Y 
ine re | And Managers Meet ......_—s«.... i‘... 
sulted in Planning the agents’ recreational as ; 4 rey MN 
nting of well as work schedule, convincing the 
$500,000 man that he will more likely 
reach $1 million not by stages but in 
one spurt, seeing that the agent plans ‘ 
mpleted, for a couple of auxiliary markets in 1 
y a de- case his major market tightens up, —=) 
ther ex- and keeping all plans within frame- M O d 4 ( 
1e, post- work of agency philosophy were a few y 1 
incurred of the tips on “Planning for 1958” = 
nese ex- given by a panel at the Nov. 18 meet- 
o fume ing of General Agents & Managers 
nteee Assn. of Indianapolis. \ 
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Life of Vermont in upstate New York fice: 
Mutual Of New York and later with Security Mutual Life Jam 
Raymond W. Seeger and Robert J. of Binghamton at New York as 4 and 
Sims, who are now taking managerial group specialist before joining Mutual and 
BILLION training at the Life a year ago in New York, wil] Bae! 
home office, will take over the Plainfield agency. Cc. 3 
on Feb. 1 become Robert W. Weathers, who has head- at T 
eee: ed the Columbus, O., agency for 29 By 

i % " ms e 
INSURANCE Se ee, FO will retire Jan. 1 under the com .. 
opening in Phila- ager 
delphia. Mr. See- van¢ 
ger has been a Mu- Micl 
mot 
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to this Symbol 
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tual agent since 
1949 at Philadel- 
phia. Mr. Sims en- 
tered insurance in 
Philadelphia with 
Provident Mutual, 
becoming a gener- 
al agent in 1951 
and then going into field management 
training work. He joined Mutual 
last September. 

Gordon L. Joedecke, former district 
manager at Hamilton, Ont., and now 
at the home office for managerial 





Robert J. Sims 





Gordon L. Joedicke 


R. W. Seeger 


training, will head a new agency in 
Hamilton Feb. 1. He was in the retail 
business 17 years before becoming a 
Mutual agent at Toronto. 

John H. Blackman Jr. is retiring as 
Scranton manager and John A. McCole, 
manager at Plainfield, N.J., since 
February and a former Scranton agent, 
will succeed him Feb. 1. George A. 
Lynch Jr., who was with National 
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an agency of his own. 


every situation. 
Detroit 2, Michigan. 


Founded in 1878 Home Office 


OWN YOUR OWN AGFNCY 






- ‘. 
ind. ¢ 
we’re no fairy godmother, but... 


we think we’ve got something that will help you turn your 
present “pumpkin” into a “golden coach.’’ Look at these facts: 
1. We've got the top agency building contract for the man who wants to build 


2. A career agent’s contract second to none, with liberal first year and renewal 
commissions, group insurance, and pension plan. Also, Home Office training 
designed to get the new man to the top in a hurry. 


3. A very complete Rate Book, with all the latest types of plans, designed to meet 
We have several excellent territories still available in the United States and Canada. 


If you’re interested in an agency of your own with an expanding organization, write 
today to Robert O. Shepler, Field Director, The Maccabees, Maccabees Building, 


MACCABEES — a Life Insurance Society 

















John A. McCole 


M. R. Wetherbee 


pany’s retirement plan. Succeeding 
him will be M. Richard Wetherbee, 
who is at the home office for manager. 
ial training. He entered life insurance 
in 1950. For a time he was assistant 
director of the Purdue course and later 
was district manager at Cincinnati 
and Dayton. O., for Mutual Benefit 
Life. 


Occidental Life Of California 


Three assistant regional group man- 
agers have been named by the com- 
pany. Joe G. Townsend has been ap- 
pointed at Tulsa. He joined the com- 
pany in the group service department 
at the home office in 1956, and trans- 
ferred to Dallas as group sales repre- 
sentative the same year. Walter W. 
McDaniel has transferred to New Or- 
leans. He has held the same position 
at Tampa, Fla. since 1954, following a 
year as group sales representative at 
Cincinnati. Frank O. Kuhl succeeds 
Mr. McDaniel at Tampa. He has been 
group service representative there. 

James E. McMahon has been named 
assistant brokerage manager at San 
Diego for Occidental Life of Califor- 
nia. He previously was an agent for 
Aetna Life. i 


Equitable Society 


Named unit managers are William 
M. Dice, Pittsburgh; Maurice L. Gou- 
let, Lewiston, Me.; Kenneth J. Gran- 
zow, Denver; Robert E. Long, Buffalo; 
George F. Olsen, New Brunswick, 
N.J., and Gaylon D. Thomas, Grand 
Junction, Colo. 


Prudential 


S. Kenneth Zollars has been named 
manager of the new Ventura, Cal., dis- 
trict office. He joined the company 
as an agent at Masillon, O., in 1942 
and later served as staff manager and 
associate manager in offices in Cal- 
ifornia. 

Victor Lurie has been appointed 
manager at the Elizabeth, N.J., dis- 
trict office to replace Norman Rosner, 
who has been named manager of the 
newly opened River Edge district of- 
fice in West Englewood, N.J. Previ- 
ously Mr. Lurie had headed company 
offices in New York City. He joined 
Prudential as an agent there in 1932. 

Two new district offices have been 
opened in the Detroit area. Emil Mon- 
trose is manager of the Riverview of- 
fice at River Rouge, Mich., and The- 
odore J. Beck has been named man- 
ager at the Tech Center office 
Centerline, Mich. Mr. Montrose joined 
the company in 1948 at Wyandotte, 
Mich., and became staff manager at 
Allen Park, Mich. in 1955. Mr. Beck 
has been manager at Muskegon, Mich. 
since 1955. He joined the company In 
1943 at Gratiot, Mich., transferred to 
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Wyandotte in 1947 and became staff been a staff supervisor with the agency 
manager there in 1949. and is a CLU. Louis Shottland, with 
as New staff managers at the two of- the agency since 1954, becomes staff 
. New Y fices include: Howard L. McManamy, supervisor. These promotions complete 
futual ns James A. Tabbert, Eugene W. Hayes the reorganization of the agency in its 
York a fe and Joseph A. Lokar at Riverview, move from Jamaica to 225 Broadway, 
ling Mut, . and Lawrence A. Sugg, Ahdrew J. New York City. Allan E. Kaplan, dis- 
Vek ual Baetz, James E. McFadden, Charles trict manager is now in full charge E | NS U R A N C FE 
ency » Will C. McNair Jr. and Joseph P. Siewruk of the former office which is main- 
> has h d at Tech Center. tained in Jamaica as a district office. 
ne tee” A Edward R. Geach has been promot- He is a CLU. 
ny . ed to regional supervisor in Wiscon- 
i sin. He joined the company as an John H k 
agent in Duluth in 1949 and was ad- YOnN Flancoc 
vanced to staff manager at Escanaba, LeRoy Branton Jr. has been ap- 
post brates: Mey Re Bo was pro- pointed manager of a new district of- 
mote : fice at St. Petersburg. He had been 
“ assistant district manager at Tampa REINSURANCE—stead 
Union Central Life since 1955 and before that was an sous f added m 
Edward J. Griffin and William G. agent in Philadelphia. SUTES OF GERSS CHpati- 
Meharg have been re gare mnannaer Richard S. Heath, who has been an ty and security in the 
ana assistant man- agent at Tampa, will be assistant rapid growth of th 
> of the group manager at St. Petersburg. a li g oA 
gens Pp ony ' “ John P. Kugler, regional director of ines. 
Charles B. Knight agencies for southern | New England Look to Employers Re 
agency, New York. 2d before that a district manager for f thi ital el 
\. MeCole Mr. Griffin joined John Hancock in Pittsburgh, becomes — is vital element 
the agency as as- manager of the Providence East dis- in your underwriting. 
Succeeding sistant group man- trict, succeeding Irving Fitelson, who . 
Wetherbee, ager in 1954 and _ is transferred to Norwalk, Conn. Pioneer service. 
r manager. became group 1914-1957 
>» insurance manager in 1956. 
is assistant He entered the Shenandoah Managers 
e and later business in 1950 as _ | 
Cincinnati a group represent- Discuss Growth Plans 
a enefit ffi ti f Zurich. : 
' Edward J. Griffin rv eMeharg joined . Shenandoah Life held a 3-day meet- 
the agency in 1956. He had been a ing of all managers to discuss the re- 
‘fornia group representative for State Mutual ee 5-year expansion 
ife prior to that time. . 
unt Sales goals for each agency for each EMPLOYERS REINSURANCE CORPORATION 
the com- | of the next five years were assigned, 
; been ap- Travelers manpower requirements were  ex- KANSAS CITY, MISSOURI 
the com- Dewey M. Kantz has been named plained and new services were intro- sh aeeneieaee 
lepartment brokerage manager of life and A&H — A zone pe yer i ny — 
and trans- department at Chicago. He has spent office employes and managers 0 
les repre- his entire business career with the the session. President Blake T. New- Prien CHICAGO <7 mecmaen 
Walter W. company, starting as assistant man- ton Jr. said sales in 1957 already aaa oe 375 W. Jackson ies 
. New Or- ager at South Bend, Ind., in 1929. have passed the total figure for 1956. 
ie position He went to the Chicago office in 1935 The conclave ended with a meeting of 
ollowing a and has been there ever since, in 1950 the field advisory committee. — 
ntative at being named in charge of the training = 
| succeeds program. ° ° 
has baal Rhodes Joins Life Company, 
there. sf: H H 
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r at San David S. Chun has been named to OKLAHOMA CITY—Horace G. 
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duction in the Hawaiian Islands for psc BE ang ges Megs agg Beenie IF you RE SATISFIED AND 
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Chun has been with Continental As- Life of Oklahoma City. Jack W. Law- HAVE UNLIMITED OPPORTUNITY 
surance since 1955. ter, assistant commissioner and coun- ; 
> William . sel, has been named to fill the vacancy. If you do need room to grow and feel you would like a ground 
e L. Gou- Great-West Life Mr. Rhodes was one of the leading fig- floor opportunity with a progressive, expanding medium size 
J. Gran- . P ures in drafting the revised Oklahoma | i 
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runswick ag enticton, 5. ©. Mr. = © Choi | a ia ane x 
Gea Mussellam joined Great-West Life in oice general agency opportunities in *‘‘The Provident 
‘ 1950 and five years later was appoint- Boston Claim Assn. To Hear Lane States” 
ed supervisor at Vancouver. ; ; 
George W. Lane a ce —_ e Top contracts 
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poe ve pointed assistant general agent of the the Dec. 13 meeting of Boston Life & e Vested renewals 
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FOR A BRIGHTER TOMORROW... 


with 


SHENANDOAH 
















For the well qualified underwriter 
opportunity is REAL in our 

rapidly expanding Agency operation. . 
We offer a definite plan for 
advancement in a fast growing, 
progressive company, plus . . . 


A new and modern contract; 
a liberal financing plan; a 
bonus on paid business for 
NQA winners and for those 
receiving CLU designations. 
For details, 


Write G. Frank Clement, Vice President 
in Charge of Agencies 


Shenandoah Life 
Snawrance Company 


Home Office + Roanoke, Virginia 
A MUTUAL LIFE INSURANCE COMPANY OWNED BY AND OPERATED FOR ITS POLICYHOLDERS 








( “HAVING A 
TOUGH TIME 


\/ 
Se | WITH YOUR 


SUBSTANDARD 


“TRY UNITED LIFE- 
they'll issue thru 
TABLE P!” 








Write now for actual case 
histories and assistance on 
your SUBSTANDARD 
SURPLUS business 


UNITED LIFE 4x0 


ACCIDENT INSURANCE CO. 
CONCORD. NEW HAMPSHIRE 


EST 1913 


Write H. V. Staehle, Jr., C.L.U., Field Management 
Vice-Pres., United Life, 5 White Street, Concord, N.H. 


STATES SERVED: Cal., Conn., Del., D.C., Me., Md., 
Mass., *Mich., N.H., N.J., N.C., *Ohio, *Pa., R.I., 
S.C., Vt., Va. 


“General Agency opportunities available 














Hie NATIONAL UNDERWRITER 


RECORDS 


MUTUAL OF NEW YORK—Life 
insurance issued from May through 
October came to $378.8 million, com- 
pared to $289.4 million in the same 
period last year. Life insurance issued 
increased 31% during this period, Mu- 
tual’s first six months’ experience 
with quantity discounts. October sales 
were $71.5 m#llion, the largest month 
on record. Leading agencies in Octo- 
ber, in order of sales, were Hodgkin- 
son at San Diego, Myer at New York, 
Hawkes at Seattle, Hay at San Fran- 
cisco, Rowlands at Pasadena, Moats 
at Chicago, Durning at New York, 
Lake at New Orleans, Hood at Port- 
land, Ore., and Funnel at Spokane. 





FRANKLIN LIFE—A net gain in 
outstanding insurance of $47 million 
was shown during October. Since year- 
end the company reflects an expan- 
sion of $304 million in ordinary cov- 
erage as it concentrates in that field 
exclusively, with no group, industrial, 
credit, or A&S on the books. With more 
than $2,725,000,000 of ‘nsurance in 
force, it is anticipated that the $3 
billion mark will be reached in mid- 
1958. 


INDIANAPOLIS LIFE—October 
sales set a record for any previous 
October in the company’s history. 
Production for the first ten months 
was a!so at an all-time high, and was 
10% ahead of the same period last 
year. Top individual producer for the 
month was Jack Peckinpaugh, Muncie, 
Ind. Nate Kaufman of Shelbyville, 
Ind., is top producer for the first 10 
months, while his agency leads in sales 
for October and for the first 10 
months. 


OLD LINE LIFE—New business 
for the first nine months of 1957 
amounted to $17,623,538. Insurance in 
force at Sept. 30 reached $195,856,116, 
a gain of $9,019,325 over Dec. 31, 1956. 
Assets increased nearly $1,500,000 to 
$58,676,032 during the period. Benefits 
to policyholders and beneficiaries to- 
taled $2,742,817. 


UNITED LIFE & ACCIDENT— 
Sales in the first nine months totaled 
$51,986,093, up 98%, while life insur- 
ance in force rose to $263,371,797. 


Prudential’s Hibbing district office was 
named first place winner in the company’s an- 
niversary month sales campaign. The local of- 
fice produced $2,712,970 of business during the 
five-week sales campaign. The total averaged 
out to approximately $93,550 of sales per agent. 
The annual event commemorates establishment 
of Prudential in October of 1875. 





Union Mutual Pays 34% 
On Funds At Interest 


Union Mutual Life has increased to 
3%4% the interest rate on dividends 
left to accumulate and on settlement 
option proceeds not dependent upon 
the life of the payee. 

Policyholders affected will receive 
an excess interest dividend amount- 
ing to the difference between the in- 
terest rate guaranteed in their con- 
tracts and the new 344% rate. Excess 
interest will be paid only on sums held 
at interest or the commuted value of 
any remaining installments. In the case 
of life income contracts, only the guar- 
anteed-certain installments are af- 
fected. 


Won't Sponsor Supervisors Assn. 


Despite considerable interest ex- 
pressed by members in formation of a 
life agency supervisors association at 
Seattle, directors of Seattle Life Man- 
agers Assn. have voted not to sponsor 
such a group at this time. 
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your Mutual 
g Benefit 
4 \. Life Man 


a SAYS: 
| L 





The extra service Mutual Benefit 
Life men give their clients pays off 
handsomely, in many ways. With 
a beautifully planned life insurance 
program clients get the most 

for every insurance dollar—so 
they’re really satisfied. And because 
they’re satisfied and tell others, 
Mutual Benefit Life men like 
Louis H. Saban of our Cleveland 
agency find it a whale of a lot 

to build 








easier—and quicker 


sound, profitable careers. 











The Mutual Benefit Life 


Insurance Company, Newark, N.J. 
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Travelers ent of agencies to replace John Ball 

, who will become general agent at 

T. Shaf Medlin and George H. Richmond, Va. Mr. Seigler became 











Bankers Life Of Nebraska 


Thomas A. Yates 


promotion. He pre- 


training depart- 
ment activities. 
Thomas A. Yates 





General American Life 


William F. Lohman has been pro- 
moted to manager of the group bene- 
fits department to succeed the late 
Alvin Bockwinkel. Earl L. Weiner be- 
comes assistant group benefits depart- 
ment manager to replace Mr. Lohman. 
Mr. Weiner joined the company in 
1941, while Mr. Lohman has been with 
General American and its predecessor 
company since 1927. 


Old Line Life 


Two new directors elected at the 
quarterly meeting of the board are 
Vantyle Coddington, president, Lake- 
side Bridge & Steel Co., Milwaukee, 
and Walter G. Zinn, chairman, West 
Side Bank of Milwaukee. Mr. ‘Zinn 
succeeds his father, the late Walter 
A. Zinn. 


Gulf Life STABILITY 
John W. Clarke has been elected a INTEGRITY 
‘LEADERSHIP 


director and promoted to senior vice- 
president. William J. Hamrick, agency 














vice-president, has been advanced to 
senior vice-president in charge of 
sales. M. D. Miller and Louis T. 


ordinary agencies divisions, respec- 


ures. Sidney J. Davis and Robert L. 
Wood were promoted to assistant sec- 
retaries. Mr. Davis heads premium 
and collection accounting operations 
and Mr. Wood is in charge of pur- 
chasing and maintenance of the home 
office and branch offices. John E. Hy- 
man was named associate actuary. 


Home Life Of N.Y. 


Gerald K. Rugger and Robert B. 
Cunningham have been advanced to 
2nd vice-presidents. 

Mr. Rugger, manager of group insur- 





Gerald K. Rugger R. B. Cunningham 


Shackelford have been appointed 
superintendents of agencies. Mr. Med- 









lin has been with Travelers since .1937 
and served as manager at Little Rock, 
Kansas City and Richmond. Mr. Shack- 
elford has been with the company 
since 1946, serving as assistant manager 
in Richmond, manager at Houston and 
Rochester, N.Y., and assistant super- 
‘ntendent of agencies. 


Pilot Life 


Ralph Seigler, former agency as- 
sistant, has been named superintend- 


ALL AMERICAN 


CA , 


asually Compan 





agency assistant in 1956 after several 
years with Penn Mutual and Liberty 
Life. Mr. Ball was agency supervisor 
at Norfolk, Va., before transferring to 
the home office. 


Bates, assistant agency vice-presi- Commonwealth Life 
has been ; named dents, were promoted to vice-presi- sili é a a Fa ae 
director of sales dents in charge of the combination and William K. Nicol has been appointed 


actuary and James J. Dean Jr. con- 
troller of Commonwealth Life. Before 


viously had_ been tively. Dr. John A. Wilhelm was ad- troll 

with the Kemper vanced to vice-president and medical joining the company in 1955 as_con- 
companies in Chi- director in charge of the medical, un- troller, Mr. Nicol had been with Equi- 
cago since 1948, qderwriting and claims divisions. Logan table of Canada and Teachers Insur- 
where he worked W, Campbell was promoted to vice- ance & Annuity Association. Mr. Dean 
in sales promotion, president and controller with general has been with Commonwealth since 
advertising and supervision of all accounting proced- T. S. Medlin G. H. Shackelford ioe) ane pee to his eppemtment, he 


had been manager of the accounting 
department. 


Pacific National Life 

Edward J. Otte has been appointed 
group actuary. For the past 7 years 
he has been assistant actuary of Con- 
tinental Casualty in Chicago and San 
Francisco. 


INVESTORS INSURANCE CORP. 
—H. Lee Hurst has been named comp- 
troller of the new Oregon life com- 
pany. 


( 










EVERYBODY’S TALKING about the 
PHENOMENAL GROWTH of ALL AMERICAN. 


YOU CAN ance since 1950 becomes 2nd _ vice- 
president group insurance. He joined Waedibien cocil Match 
nefit G R re) WW Home Life in 1937 as an actuarial dA anal serra _ ae epaaeas , 
ys off trainee. He is a fellow of Society of and Aggressive Management have made it possible! 
Vith Actuaries. ; ; ae 
i WITH i, Geist. wadereniieacons OPPORTUNITIES for MANAGERS in 23 states. 
ae retary since 1950, is 2nd vice-president ( 
: -underwriting. He joined Home Life 
: AMERICAN in 1937. He is a fellow of Life Office 
Management Assn. Institute. 
yecause & Investigate Today! 
7 MUTUAL Great-West Life 
E. A. Palk, for- 
eland merly a_ superin- 
t tendent of agen- 
, cies, has been ap- For Complete information, Write: &. E. BALLARD, President 
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geaturiag 


@ Choice territory for General Agents 
in Midwest, Southwest and West 





pointed director of 
agencies. He join- 
ed the company’s 
agency division in 
1947, and during 
the past 10 years 





General Offices: ALL AMERICAN BUILDING 
PARK RIDGE. ILLINOIS 





has served in var- 
ious agency capac- 
ities. He was ap- 


OUR expansion program offers an 
Unusual Opportunity to represent a 
strong mid-west Company writing a 


@ All-American Contract for Agents 
@ Recruiting Aids and Help 


General 
Agency 





@ Proven Financing Plans caciene of pap eto E. A. Palk Openings in Te re — Accident, Health 
@ Money-Making Package Sales in 1954. FLORIDA sane Sinn tunccecandy aa 
: boxe rele} Ke) :¥-V ole) Outstanding Juvenile Contract 
@ Home Office Training Schools Ohio State Life ILLINOIS Write in confidence to 
; . 3 
© Regional Sales Meeting aids. Se: Welle hee heww agncinied INDIANA WM. J. ALEXANDER, President 
A Friendly General Agency to the page’ iar post Ss 
organizer an wil e responsibie tor 
Company the organization of new general agen- GLOBE LIFE INSURANCE COMPANY 
Write:to cies. Mr. Waldo entered the insurance 
ee re ONAIE business in 1940 with Equitable of 159 N. DEARBORN STREET ° CHICAGO 1, ILLINOIS 








Vice President Iowa’s agency at Columbus, O. Prior 
to going with Ohio State Life, he had 
been regional agency organizer for 


Columbus Mutual Life since 1949. 












CENTRAL ASSURANCE COMPANY 


COLUMBUS 5, OHIO 










SUNSET LIFE OF OLYMPIA— 
James I. Davidson, vice-president and 
actuary, has been named a director. He 
joined the company as assistant actu- 
ary in 1938, became actuary in 1941 
and vice-president in 1946. 






John D. Shafer, President 


Write for complete information on our 


ACCIDENT & HEALTH, LIFE AND HOSPITALIZATION PLANS 


AMERICAN MUTUAL LIFE 


DES MOINES, IOWA 
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X-17 Friends, Foes Ask NAIC To Delay 


(CONTINCED FROM PAGE 1) 


was not empowered to speak for 
NALC and was therefore expressing 
only the views of his own company. 

The lead-off speaker was Alfred N. 
Guertin. actuary of ALC, who ex- 
plained he was there under two hats 
—as chairman of the Society of Ac- 
tuaries special committee, in which 
capacity he had no statement to make; 
and as the representative of ALC, to 
read a statement prepared by ALC 
Executive Vice-president Claris 
Adams, whose health would not per- 
mit him to be on hand though he was 
expected for at least part of the NAIC 
meeting the following week. 

The statement recalled that at the 
annual meeting of ALC in October 


there was a spirited panel on X-17, 
with such differences of opinion be- 
ing expressed that ALC could not take 
a position either for or against the 
proposal. Then, on Nov. 22, at a joint 
ALC-LIA legislative committee it 
was decided that the mortality table 
problem should be referred back to 
the special committee of the Society of 
Actuaries. The ALC, said Mr. Adams 
in his statement, has no objection to 
this being done. 

Bruce E. Shepherd, general mana- 
ger of LIA, also mentioned the action 
of the joint legislative committee of 
ALC-LIA and said LIA believes the 
question of adopting X-17 should be 
referred back to the actuarial commit- 
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to make payment in advance. 


Rates—$20 per inch per insertion—1 inch minimum—sold in units of half-inches. Limit—40 words per 
inch. Deadline 5 P. M. Friday in Chicago office—Z75 W. Jackson Bivd. Individuals placing ads are requested 
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willing to furnish this information. 


fidence. 


Chicago 4, Illinois. 





HOME OFFICE AGENCY EXECUTIVE 


Rapid-growing Chicago area company with over a billion of life 
insurance in force writing both life and A&S has opening for a capa- 
ble, experienced individual to supervise General Agencies. 


Individual selected must have had successful selling experience as 
an agent, recruiting experience as a General Agent or Supervisor in 
an established General Agency and be capable of recruiting, direct- 
ing and motivating General Agencies in life and A&S production. 


in reply please be specific as to education, experience, age, with 
company names, insurance affiliations, income, past and present con- 
nection and reason for desiring change. Do not reply unless you are 


Our staff knows of this advertisement. All replies held in strict con- 


Address Box X-82, c/o The National Underwriter Co., 175 W. Jackson Blvd., 








WANTED 
EDPM SPECIALIST 


Splendid opportunity open for man or 
woman experienced in programming |.B.M. 
650 as programmer and manager of |.B.M. 
department of well-established, medium- 
sized midwest life insurance society. In reply 
give age, education, business experience, 
salary expected and enclose photo. Reply 
confidential. Address Box Y-5, c/o The Na- 
tional Underwriter Co., 175 W. Jackson 
Bivd., Chicago 4, Ill. 








EXECUTIVE WANTED 
Ground floor opportunity for right man with 
new, well-financed, life insurance company lo- 
cated in the South. Prefer background of agency 
experience and general home office operation. 
Give details of qualifications and salary re- 
quirement. Reply Box Y-7, c/o The National 
Underwriter Co., 175 W. Jackson Blvd., Chicago 
4, I. 











AGENCY DIRECTOR 


Progressive Los Angeles Life and Accident & 
Health company wants hard-hitting Life and 
Accident & Health Sales Manager. Opportunity 
could lead to Agency Vice President. Salary and 
production bonus. Reply National Underwriter, 
Box Y-10, 175 W. Jackson Bivd., Chicago 4, Ill. 








AGENCY VICE PRESIDENCY 


opportunity to join a fast-growing, aggres- 
sive, 8 yr. old Southern Calif. head- 
quartered Life company. The right man 
will lead our present staff in a ready-to- 
grow agency expansion program. He 
should have a demonstratively successful 
field supervisory and home office Agency 
Department background. 

Great potential for 30-45 yr. old execu- 
tive. Minimum starting salary of 12M plus 
options. Reply in confidence with complete 
résumé to Box Y-I1, c/o National Under- 
writer Co., 175 W. Jackson Blvd., Chicago 
4, Ill. 








WANTED 
ASSISTANT ACTUARY 
Due to expansion program of weil- 
established, medium-sized mid-west 
life insurance society, a fine oppor- 
tunity is open for a qualified man or 
woman as assistant actuary. In reply 
give age, education, business expe- 
rience, salary expected and enclose 
photo. Reply confidential. Address 
Box Y-8, c/o The National Under- 
writer Co., 175 W. Jackson Blvd., 








Chicago 4, Ill. 


tee and that some effort should be 
made, probably through the Sheehan 
subcommittee, to find an alternative 
solution to the problem of deficiency 
reserves. 

It was the necessity for putting up 
deficiency reserves where non-par 
companies want to lower their rates to 
what they consider competitive lev- 
els that caused a number of stock 
companies to seek adoption of a new 
mortality table. But many of the small- 
er stock companies have objected to 
the new mortality table on the ground 
that it would permit the larger stock 
companies to become much tougher 
competition because they could lower 
their rates below what the smaller 
companies could afford to do. 

It was brought out at the hearing, 
however, that the stock companies 
that want to cut rates need not be 
hobbled by the deficiency reserve re- 
quirement, even though using CSO 
mortality rates. The alternative is to 
use a higher interest assumption on 
those classes of business where there 
would be deficiency reserve require- 
ment at some ages. For example, a 
company that uses a 24% assump- 
tion for the rest of its business uses a 
3% assumption on ordinary life, which 
is usually the only class that runs into 
the deficiency reserve hurdle. This 
method is disliked as a roundabout 
way of doing it, but it is already being 
used. 

* 


W. Harold Bittel, actuary of the 
New Jersey department, said the de- 
ficiency reserve problem has been ex- 
plored before the adoption of the or- 
iginal CSO table and since then has 
been studied on a number of occasions. 

“It seems to us in the insurance 
departments,” he said, “that the only 
solution, for insurance industry 
groups, is elimination of the deficiency 
reserve statute.” He said that all that 
has been heard from the industry is 
that it should be eliminated but he 
wanted to know if there is anything 
positive that has been suggested as a 
basis for further study. 

Mr. Shepherd said that if the matter 
were reconsidered he was “pretty 
sure” some ideas would be submitted 
to the committee. At the same time, 
he said he recognized that one of the 
main functions of the deficiency re- 
serve requirement has been to keep 
companies from undercutting premi- 
um rates and make sure they charge 
enough gross premiums—“though in a 
somewhat roundabout and_ illogical 
way.” 

Refraining from going into details, 
Mr. Shepherd said he felt confident 
the committee would find there are 
other ways to handle cutthroat compe- 
tition than through a deficiency re- 
serve requirement. 

Mr. Bittel said it seemed the only 








STAFF ACTUARY 
NATIONAL PENSION CONSULTING FIRM HAS 
VERY PROMISING POSITION AVAILABLE IN 
MIDWEST METROPOLITAN CITY FOR ACTUARY 
OR ADVANCED ACTUARIAL STUDENT, PREFER- 
ABLY UNDER 40. SIZEABLE VOLUME OF EXIST- 
ING BUSINESS AND RAPIDLY EXPANDING. 
PREVIOUS PENSION EXPERIENCE DESIRABLE 
BUT NOT NECESSARY. STARTING SALARY 
OPEN. LIBERAL EMPLOYEE BENEFIT PRO- 
GRAM. SUBMIT FULL DETAILS, BOX Y-9, c/o 
THE NATIONAL UNDERWRITER CO., 175 W. 
JACKSON BLVD., CHICAGO 4, ILL. 








PENSION CONSULTANT 


Consulting Actuary in Mid-west desires to em- 
ploy on a salary or fee basis a pension consult- 
ant. Must be a good contact man. Excellent 
opportunity with ultimate firm membership in 
prospect. Apply Box Y-16, c/o The National 
— Co., 175 W. Jackson Blyd., Chicago 
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alternative was some sort of rate reg. 
ulation—to which the life insurance 
industry has long been violently op 
posed. 

Mr. Shepherd said there had been 
no effort to find out what the indus. 
try might suggest but there is already 
a form of rate regulation in deficien. 
cy reserve statutes, in group minimun 
premium laws, and in the New Yor 
statutory provision that each Policy 
must stand on its own feet. 

Henry F. Rood, vice-president ang 
actuary of Lincoln National Life, saiq 
he didn’t agree entirely with Mr, 
Shepherd on rate regulation. 

“I’m against it,” he declared, saying 
he believed there would be more cop. 
troversy on deficiency reserves than op 
mortality tables. He pointed out the in. 
consistency of a company’s being able 
to avoid the deficiency reserve require. 
ment by a higher interest assumption, 

Mr. Bittel noted that there are two 
problems: Mortality table and defj. 
ciency reserves. If the latter provides 
the solution, why not solve it first, he 
asked. 

Robert E. Dineen, vice-president of 
Northwestern Mutual, had prepared , 
monograph on the subject, in collabo. 
ration with Charles M. Boehrer of the 
company’s legal staff. This was dis. 
tributed to NAIC members in advance 
of the hearing. He asked that X-17 be 
returned to the actuarial committe 
and also that a separate and compre. 
hensive study of the deficiency reserve 
problem be made. 

Contrasting the CSO table and X-11, 
the monograph is titled, Too Fat—To 
Old? Too Thin—Too Soon? It stresses 
the procedure followed by NAIC in 
1939, when a special committee was 
appointed to study and document the 
need for a new mortality table before 
work on the table was actually u- 
dertaken. No such preliminary study 
was made in the case of X-17 because 
the table was drafted on a permissive 
basis to meet the need of stock compa- 
nies confronted with the deficiency 
reserve problem. 


In addressing the committee, Mr. 
Dineen emphasized that “permissive” 
would still mean that companies that 
didn’t want to be thought antiquated 
would have to go over to the new ma- 
tality basis. He pictured the field pres- 
sure that would result when compe. 
tition began hammering at the fact 
that a company was using an “obso- 
lete” mortality table. He urged that in 
the future the need for new mortality 
tables be considered on its merits 
rather than as an incident of stock 
company deficiency reserve problems. 
He also said any new mortality table 
should be suitable for use as a statu- 
tory standard. 

While recognizing that the composi- 
tion of its mortality table committee 
is a matter for Society of Actuaries to 
determine, Mr. Dineen urged that the 
society’s committee be enlarged to it- 
clude representation from some of the 
elements in the business which have 
challenged specific parts of the table 
since it was unveiled by the commit- 
tee. 

“Any proposal for a new mortality 
table must command wide acceptance 
if there is to be any hope of translat- 
ing it into universal legislative enact- 
ment,” said Mr. Dineen. Recalling 
some of his troubles in shepherding 
legislation in New York when he Was 
insurance superintendent, Mr. Dineen 
emphasized the need for compromise 
in the interest of getting general 
agreement. 

Mr. Shepherd said there has been é 
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lot of opposition from the smaller com- 
panies and “we have got to show them 
we will be fair and that they will be 
protected from what they fear.’’ He was 
jess optimistic than Mr. Dineen about 
getting enactments at 1959 legislative 
sessions, saying this would require de- 
cisions to be reached before the neces- 
sary job of education could be done— 
and it is a lot easier to do the educating 
before the decisions are reached. 

B. M. Anderson, vice-president and 
counsel of Connecticut General Life, 
urged further study of the mortality 
table and the deficiency reserve re- 
quirement, not as a means of delay but 
to get the industry together on a pro- 
gram. ; : 

William C. Brown, vice-president 
and actuary of Colonial Life, said he 
wanted to disassociate himself from the 
stand of his company’s larger non-par 
competitors. He said Colonial is both- 
ered by the present deficiency reserve 
requirements. For example, Colonial 
would like to go to graded premiums 
put is handicapped by the deficiency 
reserves that would have to be put up. 

Mr. Brown said there has been 
plenty of time to explore the objec- 
tions to the proposed table. He feels 
that the proposal for further study is 
just a delaying tactic and that compa- 
nies that want to hold off now will 
still be advocating that course a year, 
two years or five years from now. 
There has always been controversy, 
he said, but the thing to do is go ahead 
and do what is right. 

Howard C. Reeder, president of 
Continental Assurance, also spoke out 
against delay. He said Continental 
would make some rate reductions if 
X-17 were adopted. The company has 
set a limit of $70 per $1,000 on de- 
ficiency reserves. This. means that on 
ordinary life, from about the mid-50 
age range the rates could be cut below 
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what they are now. The company 
could use the expedient of raising the 
interest assumption to 3% but it pre- 
fers to use realistic mortality and in- 
terest, the latter being considered 
about 242%. 

Mr. Reeder said that on all other 
plans but ordinary life, the deficiency 
reserve question is minor or non- 
existent. 


Brown Heads Canadian 
H. O. Underwriters 


Howard W. Brown of Mutual Life of 
Canada was elected president of Can- 
adian Home Office Life Underwriters 
Assn. at a meeting in the King Ed- 
ward hotel, Toronto. He succeeds J. D. 
Riddle, Excelsior Life. 

Bert Hutchon of Crown Life was ap- 
pointed secretary, succeeding Miss 
Grace Boes of North American Life 
Assurance. 


McHaney Dies In D.C. 


Automobile Accident 
(CONTINUED FROM PAGE 1) 
president in 1951, when he succeeded 
Walter W. Head, the company founder. 
Under Mr. McHaney’s guidance, the 
company became known as one of the 
most progressive in the entire insur- 
ance industry and is now the second 
largest mutual, old line legal reserve 
life company west of the Mississippi. 

Mr. McHaney’s death is a loss to 
ALC, which he served well over the 
years. Among his activities with that 
organization were posts as chairman 
of the legal section; state vice-presi- 
dent for Missouri, member of the exec- 
utive committee for two terms, and a 
member of several joint ALC-LIAA 
committees, particularly those dealing 
with matters of insurance regulation 
and legislation. Some of the ideas 
which he had discussed unofficially 
shortly after taking office as ALC 
president augured well for one of the 
greatest years in the convention’s long 
and illustrious history. 

In addition to his heavy business 
schedule, Mr. McHaney somehow al- 
ways found time to lend a hand in the 
civic and cultural progress of St. Louis, 
so much so, in fact, that he was named 
St. Louis’ “most distinguished citizen” 
for 1953 and 1954. He was a director 
of St. Louis crime commission and was 
at one time president of the board of 
curators at his alma mater, the Uni- 
versity of Missouri. He was also a 
trustee of Lindenwood College for 
Women and a director in a number of 
important companies and industries. 

General American Vice-president 
Frank P. Aschemeyer was expected 
to accompany the body back to St. 
Louis where funeral services are ten- 
tatively scheduled for Second Presby- 
terian church with burial at Kennett, 
Mo. 


Furedy Leaves Beneficial Standard 


John P. Furedy has resigned as vice- 
president and director of life agencies 
for Beneficial Standard Life. He had 
been with the company for eight years. 

Mr. Furedy has been an executive 
committee member of LIAMA’s re- 
search advisory committee and also on 
Agency Management Conference com- 
mittee. 


American United Life agents and 
supervisors of six states recently at- 
tended a two-week training course at 
the home office in Indianapolis. In- 
cluded in the intensive program was 
a comprehensive study of sales tech- 
niques and A&S programing and the 
relationship between life insurance es- 
tate planning and taxes, social secur- 
ity and government benefits. 


Top Group Cover 
On Equitable Field 
Force Now $75,000 


NEW YORK—Equitable Society has 
modernized its group program for its 
field force into what it terms “one of 
the most liberal plans in the entire 
industry.” The major changes are: 

e Revision of group life coverage 
to provide increased amounts for many 
agents, with the maximum increased 
from $35,000 to $75,000. 

e Increase of accidental death and 
dismemberment insurance, with the 
maximum raised from $10,000 to $50,- 
000, and a reduction in the rate of 
contribution. 

e Continuance of life insurance af- 
ter age 65, under a modernized for- 
mula providing for gradual reductions 
in amount. 

e Inclusion, under the life insurance 
of a waiver-of-premium provision in 
the event of total disability. 

The changes were approved after 
Equitable’s committee on welfare ben- 
efits completed a comprehensive study 
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of life and AD&D plans in relation to 
the personal insurance needs of the 
field force under present conditions. 
The company’s group life and AD&D 
plans are supplemented by other cov- 
erages for agents and their dependents, 
such as hospital and surgical, medical, 
x-ray and laboratory, and major med- 
ical expense insurance, and by the 
Equitable retirement plan. The entire 
benefit program remains under con- 
tinuous study to keep it as liberal 
and up-to-date as possible. Group in- 
surance for Equitable agents began in 
1929 as a group life plan and has 
been expanded and liberalized fre- 
quent y since then. 


Start Chicago Christmas Drive 


A Christmas committee composed of 
employes and tenants of Insurance Ex- 
change building, Chicago, has under 
way a drive to bring Christmas cheer 
from the insurance industry to the un- 
derprivileged children of the city. The 
some 11,000 people who work in 
the building are being urged to con- 
tribute a new toy or article of chil- 
dren’s clothing to make Christmas a 
reality in many homes otherwise not 
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Bankers Of lowa 


Insures Insurability 
Under New Plan 


Bankers Life of Iowa is offering to 
insure the “insurability” of persons 
buying new life insurance from it. The 
option is available for ages 0 through 
37. 

The option to buy future coverage 
at standard rates regardless of health, 
occupation or job location when the 
additional insurance is purchased can 
be added to a wide variety of the 
plans. Offered for the first time, this 
new concept already has been ap- 
proved by 37 states, including New 
York. 

“After many months of research and 
development work, we are happy to 
announce this far-reaching concept 
and are offering it now in all of the 
states where it has been approved,” 
D. N. Warters, Bankers Life president, 
said, adding: “We feel that it meets a 
great social need by providing a plan 
under which a man can guarantee his 
right to buy substantial amounts of 
additional life insurance during his 
lifetime, regardless of whether or not 
he continues to be insurable.” 

A maximum of $60,000 of additional 
insurance is made available by this 
option. At 3-year intervals, beginning 
at age 25 and continuing through age 
40, the policyholder can buy additional 
insurance up to the face amount of 
his policy, with $10,000 being the max- 
imum amount available at any option 
date. 


Fla. Sets Closing Date 
For Receiving Insurance 


Law Revision Proposals 


Jan. 15, 1958, will be the last date 
suggestions for the proposed revision 
and reorganization of Florida insur- 
ance laws may be submitted by the 
business and other interested groups 
or persons, according to Commissioner 
Larson. 

Suggestions received prior to Nov. 
20 were reviewed on that date by the 
steering committee of the state legis- 
lature at a public hearing in Tallahas- 
see. A complete redrafting of the state 
insurance laws will be introduced at 
the 1959 session of the legislature. 

Suggestions for fire and casualty 
revisions and additions should be sub- 
mitted to the chairman of the steer- 
ing committee’s subcommittee for 
those lines, J. O. Hall, vice-president 
and treasurer of American Title in 
Miami. Life and A&S_ suggestions 
should be submitted to William Ham- 
rick, vice-president and agency direc- 
tor of Gulf Life in Jacksonville, chair- 
— of the subcommittee for those 
ines. 


FieNATIONAL UNDERWRITER 


Extraterritoriality Breakdown Looms In Outlook 


(CONTINUED FROM PAGE 1) 


to comply with a minimum group life 
rate and A&S is not controlled, the in- 
surer can make up a loss on life by 
adjusting A&S rates. 

American Life Convention, said W. 
Lee Shield, associate general counsel, 
opposes the principle of extraterritor- 
iality in state laws holding it is not 
in the public interest, in spite of a 
long history of its imposition by New 
York. It could be the death knell of 
state regulation if other states began 
to adopt reciprocal laws, he warned. 
The companies, he said, need a uniform 
rate and it had been hoped that the 
commissioners would come out with a 
recommendation for such uniformity in 
the five states with extraterritorial 
laws. 


McConnell of California, who is 
chairman of the committee on preser- 
vation of state regulation and on fed- 
eral liaison, said the time has come 
to resolve the problem. Restraints 
such as are imposed by New York will 
not be tolerated. He suggested that 
statutory language might read that 
each state will impose on the citizens 
of other states those of its laws which 
express basic public policy. If this is 
not the case, then the home state has 
no right to impose its will on the 
citizens of other states. New York, he 
observed, says that an insurance cor- 
poration shall have 13 directors. Mr. 
McConnell believes New York has ac- 
tually forced companies to amend 
their charters to conform to this re- 
quirement in order to be licensed by 
New York—which he termed absurd. 


Another item is what is and what 
isn’t a lawful investment. An insurer 
may have enough money soundly in- 
vested, but carry one security not ap- 
proved by New York. To refuse to 
license a company on such a point is 
outrageous, Mr. McConnell declared. 

Vorys of Ohio said he views extra- 
territoriality as anathema but he has 
laws to execute. There are limits on 
how far an administrative officer can 
compromise. The issue, he said, is 
worth real study, but after that it be- 
comes a legislative problem—commis- 
sioners can’t go off on a frolic of their 
own. He said extraterritoriality may 
be “good” as in the case of New York’s 
section 213 regulating acquisition costs, 
but the matter is a legal one. 

B. M. Anderson, vice-president and 
counsel of Connecticut General Life, 
which once sought to buy National 
Fire but was stymied by the New York 
law, said that any state has the right 
to protect its citizens against the do- 








Late News Bulletins... 








(CONTINUED FROM PAGE 1) 
under gift and estate tax regulations, discriminatory taxation of insured pen- 
sion plans, extension of exceptions to transfer-for-value rule, and fixed benefit 


deposit administration plans. 


The associations have no plans to make oral presentations but may ask to do 
so in the event the Treasury department or others present recommendations to 
the committee on subjects of interest to the life insurance business. 


Foan President Of Indianapolis Insurer 

Roy A. Foan, former Ist vice-president of First Colony Life of Virginia, has 
been elected president of American Travelers Life of Indianapolis, succeeding 
Harry E. Wells, who resigned. Mr. Foan started in life insurance with United 
States Life, later serving as agency vice-president of Postal Life and Mount 
Vernon Life of New York before going to First Colony. Mr. Wells, a former 
Indiana insurance commissioner, said he had completed his two-year contract 
with the company Oct. 1 and had agreed to stay until a new president could be 


found. He will continue as a director. 


ings of an out-of-state company when 
solvency is involved but beyond that 
the imposition of extraterritoriality 
can produce chaos. 

Discussion of the NAIC code of 
ethical practices for trusteed and com- 
mercial welfare funds turned up some 
disagreement between the companies 
and the producers and elicited con- 
siderable testimony from fund man- 
agers. 

National Assn. of Insurance Brok- 
ers, represented by Barclay Shaw; Na- 
tional Assn. of Casualty & Surety 
Agents, by C. F. J. Harrington, and Na- 
tional Assn. of Insurance Agents, by 
George S. Hanson, put in a statement 
in connection with the code of ethics 
proposed for regulating welfare funds. 

They pointed out that states do not 
have statutory authority over commis- 
sions, though the code purports to set 
up a maximum commission scale. They 
suggested instead a ceiling on com- 
missions on group policies of like pre- 
mium volume and a uniform maximum 
for all welfare and pension funds. They 
also urged adoption of language pro- 
hibiting unfair discrimination between 
group policyholders in rates, dividends 
or experience credits. 

The suggestion that companies be 
required to break down their retention 
to show taxes, commissions, contin- 
gency and other expenses drew a 
prompt objection from Albert Pike, ac- 
tuary of Life Insurance Assn. of Amer- 
ica. He said he was appalled at the 
recommendation that producers would 
want commissions shown and request- 
ed a chance to go over this and other 
producer recommendations with the 
commissioners. 

Carlyle M. Dunaway, general counsel 
of National Assn. of Life Underwriters, 
said NALU is not too concerned about 
commission rates but is opposed to 
extension of commission control. 

At the meeting of the committees 
on state regulation preservation and 
federal liaison, Chairman McConnell 
told of his group’s meeting last week 
with the federal trade commissioners, 
at which the FTC agreed to pass along 
to the NAIC all complaints or other 
information dealing with A&S adver- 
tising. Mr. McConnell and several oth- 
ers at the meeting of the committees 
here stressed the importance of not 
reporting back to the FTC any action 
taken as a result of receiving such 
information, since this might be in- 
terpreted as conceding the FTC’s au- 
thority. It would be safe to acknowl- 
edge receipt of the information but 
without indicating how it would be 
dealt with. Mr. McConnell said it is 
entirely proper that Congress should 
review the results in state insurance 
regulation since the enactment of the 
McCarran act and proof of the im- 
proved status of state regulation should 
result in terminating “the duplicating 
and infringing activities of federal 
agencies.” 

Robert Neal, general manager of 
Health Insurance Assn., suggested that 
passage by the remaining states of in- 
surance fair trade laws such as have 
been enacted in 41 states and two 
territories would help prove to Con- 
gress that the states have the situation 
in hand and hence that the stipulations 
of the McCarran act are being ob- 
served. 

Thomas Gillooly of American Life 
Convention seconded Mr. Neal’s sug- 
gestion on behalf of the ALC and LIA. 
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Bankers National 
30th Anniversary 
Observed At Dinner 


Directors, officers, and employes of 
Bankers National Life were guests at 
a dinner celebrat- 
ing the company’s 
30th anniversary. 
Awards were made 
to those who had 
completed five, 10, 
15, 20, 25, and 30 


years of service 
within the _ past 
year. President 


Ralph R. Louns- 
bury was the sole 
qualifier in the 30- 
year class. 

In his greetings 
to the assemblage, Mr. Lounsbury 
said that “when one thinks of those 
fine life insurance companies that have 
reached an age of more than 100 years 
of continuous business life, a period of 
30 years seems quite short and unim- 
pressive. When, however, it ‘is recalled 
that statistics indicate that fewer than 
5% of all business corporations survive 
for 30 years, it is evident that we do 
have cause for a celebration.” 

6 

Executive Vice-president John DP, 
Brundage presented service plaques to 
directors with 20 or more years of 
service. 

The board presented to Mr. Louns- 
bury a 30-year silver plaque inscribed 
with the signature of each director, 
and to Mr. and Mrs. Lounsbury a pair 
of silver candelabra. From the home 
office staff Mrs. Lounsbury received a 
handsome china figurine. 

In his talk, Mr. Lounsbury traced 
the progress of the company to its 
present status of nearly $450 million 
in force. 

Concluding the program were two 
one-act plays, put on by the home of- 
fice staff, and dancing. 


Propose Pension Fund 
Registration In N. H. 


Commissioner Knowlton of New 
Hampshire outlined proposed legisla- 
tion to require the registration of pen- 
sion and welfare funds at a hearing 
conducted by the state legislative coun- 
cil. He said the measure stemmed 
from disclosures of mishandling of 
pension funds and was based on a pro- 
posed model law drafted by National 
Assn. of Insurance Commissioners. 

Mr. Knowlton said the pension funds 
needing protection are those based on 
payrolls where the employe receives 
what is left after administrative and 
other expenses are deducted. He said 
he has changed his mind and now 
feels that insured pension funds should 
come under any new law, since there 
have been abuses by a few small in- 
surance companies. 


Mutual Of N. Y. Wields Big Broom 


Mutual of New York recently called 
upon its home office employes to 
demonstrate how individual compan- 
ies can help New York City’s “oper- 
ation big sweep,” a campaign to stop 
litter before it reaches the streets. In 
a live demonstration of how small bits 
of litter can create sizeable accumu- 
lation of debris, the city sanitation de- 
partment placed an oversized trash 
basket in front of Mutual’s home of- 
fice. Then, employes streamed out of 
the building, climbed a ladder and 
dropped large and small pieces of lit- 
ter into the huge receptacle. 
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COPYRIGHT 1957—METROPOLITAN LIFE INSURANCE COMPANY 


O all our friends in the United 
T..... and Canada, we of the 
Metropolitan Life extend our warmest 
wishes for a Merry Christmas...and the 
happiest of New Years in 1958-4--¥ In the 
true spirit of Christmas, our thoughts 
turn to the gifts with which Divine 
Providence has enriched our lives. We 
have much for which to be thankful 
...warm and enduring ties with fam- 
ilies and friends, peace in our two 
nations and that great blessing which 
more and more of us are enjoying 
throughout life... good health -- +r 
May you and your family have, in 
abundant measure, health, happiness, 
peace of mind during this Holy Season 


and in all the years ahead. 


Metropolitan Life 
Insurance Company 


(A MUTUAL COMPANY) 
1 Madison Avenue, New York 10, N.Y. 























How 
GUARANTEED 
COST 


can help 


you sell 


There’s lots of Sales Appeal in Retirement 
Income Life insurance. When you show a 
prospect how this insurance takes care of two 
possible situations—dying too soon, living too 
long—he can’t help but be motivated to buy. 

Of course, he’s going to be mighty interes- 
ted in cost . . . specific cost. 


Here’s a big sales plus: when you sell 
Travelers Retirement Income Life insurance 
you can say the cost is guaranteed. 


Yes, you can quote to the penny the cost 
of the policy for any given number of years, 
and also, the exact benefits available. This is 
the kind of information prospects like. Infor- 
mation that leads to decisions to buy. 


Why not get in touch with your nearest 
Travelers Life Manager or General Agent. 
He’ll be happy to explain the Guaranteed 
Cost principle more fully and show you how 
it can lead to interviews and sales. 


THE GOOD THINGS IN LIFE ARE GUARANTEED 


SINCE 1865, ONE OF THE 
LEADING LIFE INSURANCE COMPANIES 


HARTFORD 15, CONNECTICUT 





